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WEATHER FORECAST 


Steady profits for dealers tying in with 
Weather-Bird national advertising... 
as those notorious enemies of chil- 
dren's shoes—Sniper Snow, Slinky 
Slush, Ruffy Rain, Mucker Mud, are 
conquered by Weather-Bird! 
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Yes, Weather-Bird national advertising turns weather to profit! 


In dramatic, new advertising, the weather villains that lessen the life of 


children’s shoes are overcome by Weather-Bird’s 5 special Weatherized 


features. Alert retailers are making money by featuring the special 


Weatherized features in all of their Weather-Bird Shoe advertising! 
























STEPS FORWARD 


WITH POST-WAR 
ADVANTAGES 





Indispensable to footwear of 





a-c-t-i-o-n, sturdy supple 





calfskin must bear the brunt 





of walking duty during the 


















busy days of reconversion 


and the return of normalcy. 


TANDRITE’s smooth 
beauty is now sought after 
more than ever by famed 
designers. TAN DRITE color 
and finish further emphasize 
the traditional supremacy of 


this pre-eminent calfskin. 
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by The GLLBERT SHOE CO. 
Thiensville, Wis. 
an Army Russet Punched 
Oxford. 14/8 Heel. 
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The threat of huge stocks of surplus Army shoes that has been hanging 
over the trade has disappeared according to official Army reports of current 
shoe stocks. 

There will be no surpluses of the most common types of Army shoes — 
the combat boot and field service shoe — in fact, the Office of the Quarter-— 
master General will probably be back in the buying market within the next six 
months. Surplus sales will be limited, except for small quantities of readily 
Saleable footwear, to the odd types reported ready for disposal elsewhere in 
this issue. 

Total procurement by the Army of the most widely issued types of 
footwear from Jan. 1, 1941 to Aug. 1, 1945 was approximately 105,000,000 pairs. 
As of Nov. 20, 1945 stocks on hand of these types totaled slightly more than 
12,000,000 pairs. Included in this figure are many pairs of shoes that were 
completed from termination inventories after contracts were cancelled. 


On the basis of October issuance current stocks will last about 8 
months, and provide slightly more than 2 pairs for each soldier remaining in the 


Army. 
































* * & 


Commercial exports of footwear are still under export licensing, but 
the ridiculous ban on sales of footwear to the Canadian trade has been lifted. 
This restriction, originally pushed through over the combined protests of WPB 
and OPA, brought loud protests from Canadian retailers as well as government 


officials of that country. 





* * * 


Although the wholesale and retail trade will have to absorb at least 
some of the 4} percent price increase recently granted to manufacturers, cost 
absorption will not be required on individual upward adjustments granted to low- 
price producers under the new OPA order. bi 


Chester Bowles, OPA Administrator, recently told the Senate Small _ 
Business Committee that in no case would the distributive trades have to absorb 
price increases granted under individual adjustment procedures. The only ap-— 
parent reason for this course of action is that such absorption would result in 
too wide a variation of prices for similar items. ‘ 


The industry, for the most part, is believed here to be fairly well 
satisfied with the 4} percent increase, except for the low-priced producers, who 
have been granted liberal individual adjustment provisions, since it was felt 
that they required at least a 10 percent overall increase. 


The elimination of all "2B" prices under the new order should be 
pleasing to the retail trade. Shoe prices under section 2B of the outmoded 
General Maximum Price Regulation were based on competitor's similar models, 
resulting in the manufacture of some cheap shoes at inflated prices. 
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Shortly after OPA made its announcement that the trade would have 
to absorb the 4.5 per cent increase granted to the shoe manufacturers the 
price agency requested H. E. Cone, Stephens—Putney Shoe Co., Richmond, Va. 
Chairman of the Wholesale Industry Advisory Committee, and Harry Fontius, 
Fontius Shoe Co., Denver, Colo., Chairman of the Retail Industry Advisory 
Committee, to appoint task committees which would submit statements on fourth 


quarter 1945 financial operations of the trade. 


OPA feels that these reports will either sustain or refute the 
trade's position that it is unable to absorb the increase. 


Some data have already reached OPA and complete reports should be 
available by January 15. At that time OPA will make a public announcement 
of its findings. Meanwhile, OPA is going right ahead with its plans to 
require full absorption by the trade. 





























* * * 

Despite some pressure from industry for revocation of M-217, the 
last remaining shoe production control, the Civilian Production Administration 
has decided to continue the production quotas, which are the only remaining 
provisions of the order, for an indefinite period. 


This decision was made in the light of CPA experience with the revoca- 
tion of other orders. For example, premature lifting of controls on building 
materials created a dangerous inflationary situation and required President 
Truman to re-institute priorities on practically all building materials. 

















Until inflationary pressures are considerably lessened M-217 will 
remain with the shoe industry. There is a general feeling in official Wash- 
ington that if production quotas by price lines were revoked there would be 
a pronounced movement toward higher prices. 


While October and November production of civilian footwear, excluding 
slippers, amounting to about 42,000,000 pairs, is the highest on record, 
inventories are still extremely low, and purchases are reportedly outstripping 
current production. December production totals will fall below the November 

eak, because of the work days lost over the holiday season, but it is expected 
that the rate of production will exceed that of the two previous months. 


Though the current production volume is not yet reflected in the 
supplies available to the retail trade and heavy purchasing is depleting 
stocks, current new production will become available within the next 30 to 60 
days and thereafter an improving production and supply picture is to be 


expected. 

In addition to retaining M—-217, it is likely that CPA will require 
the submission of reporting forms from the manufacturers for the four-month 
period, September to December, and the previous six months. 
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Form World Committee for Hides, Skins 





Eleven Nations Represented on Group Which Will Determine Dis- 
tribution of Hides, Skins and Leathers—UNRRA 
Also Represented 


WASHINGTON. — Representatives of 
eleven nations have announced the for- 
mation of an International Hides, Skins 
and Leather Committee to determine 
the world’s supply and proper distribu- 
tion of thesé materials, following the 
recent dissolution of the Combined Raw 
Materials Board. U. S. representation 
on the new committee will be provided 
by the Civilian Production Administra- 
tion, in consultation with other affected 
United States agencies, the CPA said. 

Nations participating in the newly 
formed committee include the United 
States, Britain, Canada, Belgium, Den- 
mark, France, The Netherlands, Nor- 
way, Spain, Sweden and Switzerland. 

Continuation of distributive controls 
on scarce materials such as cotton tex- 
tiles, tin, rubber and hides and leather 
which are in global short supply in re- 
lation to the needs of consuming coun- 
tries, was outlined in a joint statement 
by the President of the United States 
and the Prime Ministers of Great 
Britain and Canada on December 10, 
1945. Committees for these materials 
and also one on coal are expected to be 
established within the Civilian Produc- 
tion Administration. 

At that time the joint statement also 
announced the dissolution on December 
31, 1945, of the Combined Raw Ma- 
terials Board and the Combined Pro- 
duction and Resources Board. 

In addition to the 11 participating 
nations represented on the committee, 
the United Nations Relief and Rehabili- 
tation Administration has been invited 
to appoint an observer to attend com- 
mittee meetings. UNRRA will present 
the requirements of Albania, Byelo- 
russia, China, Czechoslovakia, Greece, 
Italy, Poland, Ukraine and Yugoslavia. 

Harold Connett, representing the 
United States, was elected chairman of 
the committee at its organizational 
meeting on December 27, 1945. K. H. 
Huggins and A. B. Tatistcheff were ap- 
pointed joint secretaries. 

The committee will meet in Washing 
ton, D. C., and will at the outset of its 
operations concern itself with the fol- 
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lowing materials: raw cattle hides; raw 
ealf and kipskins; raw goat and kid 
skins; pickled sheepskins and pickled 
lambskins; East India tanned goat, 
sheep and kipskins; cattle, calf and kip 
leather and goatskin leathers. 

The purposes of the committee will 
be to recommend to the appropriate na- 
tional agencies of the member govern- 
ments a distribution of the world’s 
exportable surplus of such raw, semi- 
tanned and tanned hides, skins and 
leathers as the committee may agree 
upon. This will be done among coun- 
tries that normally have a share in the 
world’s exportable supplies of these 
materials and according to bases and 
standards to be determined by the com- 
mittee. 

The functions of the committee are: 

(1) To determine from time to time 
the types of raw, semi-tanned and tan- 
ned hides, skins and leathers which are 
in global short supply to the extent 
that they would be subject to abnormal! 
price increases in the absence of com- 
mittee action; 

(2) To keep under review the posi- 
tion of the materials subject to com- 
mittee surveillance and to collect such 
statistical or other information on 
these and related materials as in the 
committee’s judgment may be found 
necessary to enable it to carry on its 
work; 

(3) During the emergency period of 
world wide shortage, to recommend to 
the appropriate national agencies an 
international distribution of supplies of 
the materials determined under para- 
graph (1) above, in such manner as 
may be agreed upon among the coun- 
tries represented on the committee; 

(4) To recommend to the appropriate 
national agencies whatever machinery 
may be necessary to implement the dis- 
tribution determined by the committee. 





Ceilings on Surplus 
Rubber Footwear 


WASHINGTON — Dollar-and-cent ceil- 
ing prices have been‘ established for six 


types of men’s new rubber footwear 
declared surplus by the armed forces 
and now being sold by the Government 
for civilian use, the Office of Price Ad- 
ministration has announced. 

The ceilings, effective December 21. 
1945, are in line with existing ceilings 
for similar types of footwear. 

Retail ceilings range from $1.36 to 
$1.73 a pair for storm rubbers, $3.98 to 
$5.10 a pair for short rubber boots, 
$6.26 to $7.95 a pair for hip boots, and 
from $3.50 to $5.10 a pair for three 
types of arctics. The ceilings vary, de- 
pending on the class of retail seller. 

Other ceilings are established for 
sales by the Government and by whole- 
salers. 

OPA has been advised that approxi- 
mately 1,000,000 pairs of this footwear 
are available for sale by the Govern- 
ment in various parts of the country. 
This total is made up roughly of 580,- 
000 pairs of arctics, 300,000 pairs of 
short boots, 70,000 pairs of hip boots 
and 100,000 pairs of storm rubbers. 

Price control exemption has been 
granted on one special type of footwear 

ally constructed for the Navy. 
This is a Mukluk sea boot, of which ap- 
proximately 110,000 pairs are available 
for sale. 


Shoe Rationing Lifted 
In Sweden 


STOCKHOLM, SWEDEN—Shoe and tex- 
tile rationing in Sweden came to an 
end recently. Some time ago the for- 
mer Minister of Commerce, Gjoeres, an- 
nounced that some day in the very near 
future shoes and clothes could be 
bought freely. This does not mean that 
the demand can be filled immediately. 
There still is a shortage in leather for 
uppers, and the flow of supplies of a 
number of items is withheld by various 
factors. Especially, calfskins are not 
to be had in the quantities consumed in 
1944, because of the nutrition policy of 
the government, which has prevented 
breeding of fattened calves. The prices 
in meal turned the situation into an un- 
favorable one for the farmers, who 
stopped breeding almost throughout the 
country. The last months have, how- 
ever, brought about a change for the 
better, and manufacturers are there- 
fore looking upon the future with new 


hope. 
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While retailers and wholesalers are now required to absorb the 44 per 
cent increase in manufacturers' prices of shoes in the ratio of 30 per cent 
for wholesalers and 70 per cent retailers, the whole question of cost absorp- 
tion as it affects the shoe trade is by no means settled. 

From the very beginning, OPA recognized that cost absorption presented 
a different problem in the shoe trade than when it was applied to department 
stores and other similar outlets. It is OPA's view that while cost absorp- 
tion on one product handled by a large variety type of store might cut 
profits to the break-even point on that product, profits from other depart- 
ments would hold up the store's overall profit position. Since 55 to 60 per 
cent of all shoe sales are made by shoe stores, handling only shoes and 
accessories, cost absorption could prove ruinous to the trade if profits 
were brought down to the expense rate. 

- For this reason, OPA is now making a survey of 1945 financial opera-— 
tions of a representative sample of independent retailers, shoe chains, 
department stores, and wholesalers. Also underway is a similar survey being 
conducted for OPA by the wholesale and retail task committees as reported on 
this page Jan. 1. The trade survey is to cover some 2,000 small, independent 
retailers, on which it has always been difficult to obtain adequate data. 

OPA says that after these surveys are completed an analysis will be 
made and should be available by March 1. If, on the basis of this analysis, 
it is found that expected peacetime earnings, not to be confused with a 
vastly distorted wartime earnings picture, do not warrant the present rate 
of absorption, the amount will be reduced. 

Meanwhile, it should be pointed out that reports which appear to be 
circulating throughout the trade that individual retailers who find their 
profits jeopardized by cost absorption can apply for individual relief are 
completely erroneous. 

OPA's policy has never permitted individual adjustments to the dis- 
tributive trade on cost absorption, largely because of the increase in 
personnel that would be involved and the variation in prices for similar 
articles which would result if some such policy was instituted. 

The only hope the trade has for relief is if the analysis of the 
surveys previously referred to shows that the overall earnings position of the 


trade is threatened. 













































































* * * 


The formation of the ll-nation International Hides, Skins and Leather 
Committee to determine proper distribution of the world's supply of hides, 
skins and leather, after the Combined Raw Materials Board: passed out of exist- 
ence on Jan. 1, brings to mind the question of how long international controls 
will be continued. 

It is difficult to fix a date for their expiration, but they will 
continue so long as OPA ceilings are maintained. They are being maintained as 
anti-inflationary measures, as is order M-217. So long as the United Kingdom 
and Canada agree to United States price ceilings, the lid can be kept on, for at 
the present time other United Nations are in no position to [TURN TO PAGE 70, PLEASE} 
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by EUGENE J. HARDY 


An automatic adjustment provision, embodied in Supplementary Order 
145, has been issued by OPA which, in most cases, will prevent members of the 
trade from being required to absorb the 43 percent increase granted to 
manufacturers to the extent that they would sell at a loss. 


The order merely guarantees the individual merchant a break-even 
point on an individual line, department, or his entire business. There are no 
provisions in OPA regulations which permit individual relief from cost 
absorption because a profit is not being realized. If any over-all modification 
of the cost absorption rate being applied to the shoe trade is made, it must 
await completion of the surveys previously referred to on this page. However, 
modification will only come about if the surveys show that the entire trade's 
1936-39 average earnings level is being threatened. 


Under SO 145, when the supplier's ceiling price has been increased, 
the wholesaler or retailer may adjust the selling price of the footwear in 
question so that it equals the sum of the net cost of the item including 
inbound freight and the expenses of doing business which are allocable to that 
item; except that in no case may the ceiling price be increased by an amount 
greater than the amount found when the ceiling price is multiplied by the 
percentage by which the supplier's ceiling price has been increased. 


OPA explains that the individual merchant gets his adjusted ceiling 
price under the order in the following manner: 


1. He first finds his "expense rate," that is, the expense of 
operating the department or business in which he sells the footwear, expressed 
as a percentage of his net sales for that department or business. In figuring 
his expense rate he is limited to the types of business expenses listed in the 
regulation. These include administrative, selling, buying and occupancy 
expenses as well as others specified in the order. re 


2. He then finds a selling price for the article he is pricing that 
will return to him a percentage margin over his net landed cost (net cost 
plus inbound freight) equal to his expense rate. As an example, if his 
expense rate is 30 percent, he subtracts 30 percent from 100 percent. He then 
divides the difference, in this case 70 percent, into his net landed cost. 
The result is the amount that he can take as his adjusted price, unless the 
sum of his former ceiling price and an amount equal to the percentage increase 
in his supplier's price is lower. In that case, he must take the lower 
amount as his adjusted ceiling price. 


No price adjustment will be permitted when a seller's old ceiling 
price is higher than the amount figured under the new formula. 


Sellers are also required to file with OPA District Offices their 
computed expense rates and must have received acknowledgments [TURN To PAGE 89, PLEASE] 
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Mashinglon Newsreet- 





The presidential executive order announcing the so-called new 
"Wage-Price Policy" was without doubt one of the most widely misunderstood 
edicts to come out of Washington in many months. 

The immediate interpretation placed on it by the shoe industry was 
that any firm that has granted a wage increase since V-—J day would 
automatically be entitled to a price increase. This is about as erroneous an 
interpretation as could be made. 

It should first be made clear that the new policy is new only in the 
sense that wage incréases which fall within the pattern that have been granted 
since V-J day—in the shoe manufacturing industry this would be a maximum of 
about 15 per cent—will be approved by the government. There is no new price 
policy. OPA standards remain unchanged. m 

With Chester Bowles firmly entrenched in the driver's seat as 
stabilization director, and backed up by Paul Porter, who thoroughly under- 
stands Mr. Bowles' views, as the new OPA chief, the OPA standards will be 
rigidly adhered to for the present. 

While there is no doubt that the steel price rise will eventually 
mean a higher overall price level as the effects of this increase permeate 
American industry, this will not be immediate. In fact, OPA will resist it to 
the bitter end. 

The only change in price policy is in the mechanics. Previously, 

a six months’ waiting period after granting a wage increase was required before 
application could be made for price relief. The new order permits application 
for a price increase immediately after an approved wage increase has been put 
into effect, provided it falls within the industry pattern. Immediate 
application is also sanctioned on wage increases that have already been granted. 

But with no change in OPA standards, price increases will only be 
given if the earnings of an industry, or individual firm, fall below the 
average 1956-59 level in relation to net worth, and provided operations are 
not at an abnormally low level. 

Likewise, there has been no change in cost absorption standards. 
There will be no relief for the trade in this regard unless the survey now 
under way shows that the earnings of the entire trade are below the 1936-39 
level. The only change in the cost absorption policy was the one permitting 
individual adjustments up to the break-even point as outlined on this page 
two weeks ago. 

Confirming earlier reports that price increases would be few and 

far between, Mr. Bowles stated recently that "The number of industries’ which 
have been, or are likely to be, forced below their pre-war (1936-39) earnings 
for any reason is relatively small." It is Mr. Bowles’ opinion that increases 
will only be needed in some of the metal using industries, and since this 
represents only about 9 per cent of the cost of living line there will be no 
overall upward price trend. 

In apparel, including shoes, representing about 12 per cent of the 
cost of living line, the new policy will have little or no effect on prices, 
according to Mr. Bowles. (Turn to page 95, please) 
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by EUGENE J. HARDY 











More than 1,000,000 pairs of surplus Army shoes will be offered for 
sale in 3 to 6 weeks. This offering is in striking contrast with statements 
made to BOOT & SHOE RECORDER by the Office of the Quartermaster General last 
Fall that there would be no surpluses of the most common types of Army shoes— 
combat boots and field service shoes. 

However, at that time the Army planned to establish reserves of 
material, including footwear, which would take care of Army needs for 15 to 20 
years. it was quite obvious that such astronomical reserves would have meant 
substantial buying on the part of the Army, rather than the declaration of 
stocks on hand as surplus. 

The 1,000,000 pairs to be sold came about as a result of an investi- 
gation by the Senate Investigating Committee, headed by Sen. James M. Mead, 
Dem., N. Y., into the Army's plans for material reserves. 

~ The Committee's investigation resulted in the Army's scrapping its 
plans to set up reserves of cofimercial type items. It was the Committee's view 
that the material would become obsolete, and that, if needed, commercial type 
items could again be produced in a relatively short time. In addition, it was 
found that the cost of handling and storing such reserves would far outweigh 
their practical value. At the outset of World War 11 the services found stocks 
of shoes that had been stored for 15 years still in the possession of the 
government, but they were worthless because of deterioration. 

If this plan for reserves had been carried through it would have 
meant that only a small portion of Army stocks would have been declared surplus, 
and some items would have been kept for use as late as 1970. 


It was the Army's plan to eliminate all declarations of surplus shoes 
until the required reserves were attained. These reserves were so tremendous 
that they never would have been realized, since the Army did not plan 
additional procurement except for immediate needs. 

The effect of the Committee's work was to eliminate all reserves of 
civilian—type items for the peacetime Army after June 30, 1949 —— the date on 
which demobilization will be complete — and the strategic reserve for the 
next war. 



























































As a result, the Army immediately declared surplus (mid-November) 
771,000 pairs of combat boots, 166,000 pairs of service shoes, and 106,000 
pairs of shoe pacs. Up to that time Army declarations had included only the odd 
types of footwear — ski boots, high blucher boots, rubber footwear, etc. 

All the shoes in this declaration were new and came from depot stocks. 

But still these shoes have not been offered for sale by the War Assets 
Corp., now handling all surplus goods and headed by the wartime Quartermaster 
General, Lieut. Gen. E. B. Gregory. 

This four month lag seems to bear out the criticism that has been 
directed at War Assets Corp. over slow disposal methods. 

In mid-March, officials at War Assets said that the shoes were located 
at 15 different Army installations and that complete in- [TURN TO PAGE 172] 
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by EUGENE J. HARDY 





There is still no reason to anticipate an immediate rise in footwear 
prices. After six weeks of interpretative orders on the new wage-price policy, 
OPA's basic position remains the same as that reported in this column one month 
ago. However, it becomes increasingly clear that OPA is fighting a holding 
action and an eventual rise in footwear prices is regarded aS inevitable. This 
could come at any time within the next year. 

Specifically, OPA takes pride in the job that has been done in holding 
down shoe prices since price control was instituted, and will endeavor to hold 
the present price line. The manufacturers’ position is now being reviewed, 
taking in first quarter operations, as had been previously agreed to by the 
industry advisory committee. The effects of the wage-price policy on the 
manufacturers' earnings will be taken into consideration in this study. On 
the basis of information now available the analysis of this study will not 
result in an across-the-board increase. 

There will be individual increases from time to time, particularly on 
low-priced shoes, but these wijl be slight. Nor will these individual in- 
creases have to be absorbed by the trade. 

A rise in the price of leather is the factor that will eventually 
force an upward revision of all shoe prices, despite the fact that a portion of 
such an increase would be absorbed by the manufacturers. OPA readily agrees 
with this view. There is no doubt that tanners' costs, both material and labor, 
have risen. Washington observers who were studying the leather field long 
before price control was established say that the present freeze regulation 
on leather will have to be modified soon. A recent price increase in South 
American dry hides will also add to the tanners' discomfort. 

Until this rise in leather prices occurs, retailers can be reasonably 
sure that they will not have to pay higher prices for their merchandise. 

~The cost absorption line will be even more tightly held. Completion 
of the OPA survey dashes cold water on any hopes the trade may have had of 
being relieved from absorbing the recent 4+ percent increase in manufacturers’ 


prices. 







































































The survey taking in fourth quarter 1945 operations of both the 
wholesale and retail trade shows a leveling off in the trade's profit structure, 
but no decline, according to OPA. Se 

~ The OPA survey was nation-wide and was conducted from OPA field 
offices. According to OPA, the survey also showed that the swing from non- 
rationed to ration-type footwear did not cut margins as much as had been feared. 

OPA is keeping data on the trade's operations on an up-to-date basis 
and in the event of an increase in manufacturers' prices would be able to 
decide whether absorption was required in short order. 

Material currently available at OPA indicates that profits in the 
first quarter of 1946 will continue at the same level as the survey showed for 
the fourth quarter of last year. 

Protests to OPA on the price agency's policy of requiring cost 
absorption on new models will largely go unheeded. It is OPA's view that the 


elimination of cost absorption on new models would result in practically all 
[TURN TO PAGE 124, PLEASE] 
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by EUGENE J. HARDY 


Issuance of an OPA order permitting price increases on certain types of 
low-priced shoes is imminent. The increases will be granted to manufacturers on 
an individual basis and will apply to men's shoes selling at a factory price of 
$3.75 or less and women's shoes selling at a price of $35.00 or less, with 
corresponding cut-off levels for other types of shoes. 

The increases will be allowed only on base—period type shoes, that is, 
shoes the same as or similar to models sold in March 1942, and not shoes priced 
on the basis of competitors' models. 

Manufacturers will be permitted to apply for price increases if they 
are unable to realize a minimum margin on this type of production. This minimum 
margin is to be determined by OPA. 

The price action is planned as an incentive to increase production of 
lower-priced footwear, which has been disappearing from the market. It should 
greatly aid manufacturers who have had difficulty in turning out low-priced shoes 
under existing ceilings. It will also remove inequities that may have been 
Caused by the granting of higher price ceilings to newcomers. 

However, the order is not a result of the new wage—price policy. 

Rather it is the result of OPA's thinking since the 4.5 percent increase was 
announced. At that time it was felt that the 4.5 percent increase was not 
sufficient for producers of low-priced base—period shoes, and the coming order 
will be an attempt to adjust this inequity. “ 

In short, it is part of the overall OPA plan to stimulate the produc— 
tion of low-priced staple merchandise which makes up a substantial portion of the 
cost-of-living index. There have been many similar actions affecting low-priced 
apparel. At a later date OPA might extend this type of formula to all base- 
period shoes, regardless of price. 

It should be emphasized that this increase in low-priced shoes will not 
mean an across-the-board boost, Similar to the 4.5 percent recently allowed by 
OPA, and for this reason it will not have to be absorbed at the wholesale and 
retail level, provided OPA does not make an exception in this case. As a general 
rule OPA does not require cost absorption on individual increases, but in cases 
where such increases become so widespread that they actually amount to an 
industry-wide increase, OPA still retains the right to require cost absorption. 
However, OPA officials who have been preparing the new order maintain that cost 
absorption in this case would jeopardize the incentive features of the increase 
to be granted. 

On the production side, the end of M-217, the shoe conservation order, 
and all its quotas appears to be in sight. There is a general feeling that the 
recent changes in OPA's footwear pricing methods will provide effective controls 
in the future. 

The overall production outlook: for the year is good, but there will not 
be sufficient footwear to satisfy the seemingly insatiable demand. 

According to preliminary reports first quarter production will total 
about 122,000,000 pairs, or roughly the same as output in the corresponding 
quarter in 1945. However, during the first quarter of 1945 some 135,500,000 pairs 
of military shoes were included in production totals. Military procurement is 
now running at a rate of about 1,000,000 pairs a month. [TURN TO PAGE 81, PLEASE] 
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by EUGENE J. HARDY 





The battered House—approved OPA bill will end price control on 
leather, shoes and allied products if it is finally enacted into law. However, 
Administration forces hope to muster enough strength in the Senate to come up 
with what they term "workable legislation". Should the House bill pass the 
Senate, a Presidential veto is a distinct possibility. 

But until such time as the Senate acts, in fact, until June 30, price 
control in its present form is still a reality. 

Therefore, OPA is going right ahead with amendments to existing regu- 
lations and the issuance of new orders. The order upping the price of certain 
lines of low-priced shoes, referred to on this page two weeks ago, should be 
issued very soon. There is likely to be some change in the cut-off prices that 
were originally contemplated when the order finally appears. 

Suspension of price control on shanks, patterns, tacks, and laces will 
increase the pressure on OPA for an across-the-board increase in manufacturers’ 
prices. These items were not controlled by the Leather Price Branch, and it is 
reasonable to assume that had they been within the province of this branch they 
would still be under price control. 





























+ . * 
Suspension of Order M-217 is expected by May 1 or thereabouts, 
despite reports that top-side opposition had developed to CPA's plan for 
revocation of the order. OPA policy-making officials had feared virtual 
disappearance of low-priced shoes if the order was lifted, but they now appear 
willing to go along with temporary suspension and observe results. 
. > + 
Some officials are talking about modification of the ban on commercial 
construction contained in Veterans Emergency Housing Order No. 1. Supporters of 
such a move point out that materials used for remodeling a store, putting in a 
new front, etc., are not of the type which would go into homes priced to sell 
for $6000 or less. However, it is not considered likely that any changes will 
be made until there is some assurance that the labor needed for the veterans 
housing program can be recruited, since it is obvious that the same type of 


labor needed for store construction is vitally needed for essential housing. 
* * a 


CPA's Compliance Division has been checking on leather stocks in the 
hands of shoe manufacturers and on reported wholesale violations of production 
quotas. While no official report on the results of this check has been made 
there is every reason to believe that no substantial evidence to support claims 
of hoarding has been uncovered. It is also clearly evident that manufacturers 
are shipping all of the shoes they are turning out. 

* - 7” 

The request of the automobile industry for assistance in obtaining 
supplies of upholstery leather has been turned down by CPA. The agency says that 
no directions will be issued on finished leather for the production or any type 
of goods other than military procurement. Simply stated, available leather 
supplies are open to any buyer, regardless of the product to be made. It is 
[TURN TO PAGE 89, PLEASE] 
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HARRY EHRENPREIS, president 
of the New York State Shoe Retail- 
ers’ Association and supervisor of 
Flah & Company, Syracuse, N. Y., 
says: 

“Shifting the shoe industry from 
a wartime to a peace time basis will 
no doubt affect the designing staffs 
of our shoe manufacturers as much, 
if not more so, than the actual phy- 
sical changes of production ma- 
chinery and the mechanics of opera- 
tion. 





“In my opinion, shoe stylists will 
again become fashion creators. The 
rejuvenation of old patterns will be 
replaced by the origination of new 
trends in silhouettes, lasts and or- 


namentations. Now that shoe ra- 
tioning has been abolished and style 
limitations lifted, we can look for a 
profusion of color in women’s shoes. 
Nailheads, multi-colored imitation 
jewels, intricate new-looking bows 
and buckles will, I believe, adorn 
the shoe of tomorrow. Platforms 
covered in harmonizing and con- 
trasting colors to uppers will no 
doubt have a good fling in the fash- 
ion picture. Straps from the nar- 
row quarter inch to the wide sabots 
should stage a come-back. With 
the return of lastex, we can look for 
new silhouettes in pumps and high 
riding stepins. 

“Look for a boom in evening 
shoes, and here again our stylists 
will display their creative genius as 
never before. The alert merchant 
will begin immediately to place his 
stock in condition to meet the im- 


December |, 1945 


pending arrival of a new style era 
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im women’s shoes. 
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WE HAVE JUST RECEIVED VoL 
1, No. 1 of the new magazine “THE 
INDIAN FOOTWEAR,” founded 
by Kaisar Ahmad (president of the 
All-India Federation of Footwear 
Associations; Member, Government 
of India Footwear Advisory Com- 
mittee and Member of the Govern- 
ment of India Leather and Leather 
Goods Panel; Managing Director of 
The Indian National Footwear Cor- 
poration of Bombay.) 

This first issue is replete with 
messages of good-will from some of 
the outstanding personalities in the 
shoe and leather field in India; and 
on the editorial page, THE INDIAN 
FOOTWEAR has dedicated itself to 
“serve not only the industry and 
its accredited organization, the All- 
India Federation of Footwear Asso- 
ciations, but also the public. It will 








not fail to put forward useful sug- 
gestions for the improvement of the 
method of manufacture and service. 
It will make an endeavor to promote 
a feeling of cooperation and col- 
laboration among the various cen- 
ters of production and sale, with a 
view to knit them together in an 
indivisible whole. 

“The Journal will be useful to 
the producer, seller and consumer. 
It will, by publishing from time to 
time, the illustrations of the new 
designs, cater to the fastidious taste 
of the fashionable. It will make 


the general public conscious of the 


service they are entitled to. THE’ 
{NDIAN FOOTWEAR will also 

stand steadfastly by the side of the 

poor wage-earner and work con- 

tinuously for the amelioration and 

betterment of the lot of the millions 

who really run the footwear indus- 

try in India.” 

We extend hearty good wishes to 
this newest member of the shoe pub- 
lishing field. 

ROY WALTER of Waker’s, Wilkes- 


Barre, Pa., says: 





“There seems to be no end to the 
local demand for shoes. A while 
back we wouldn’t have thought it 
possible that we could operate with 
so low a stock. We are generally 
out of numerous numbers. People 
go from store to store in search of 
what they want. This makes a lot 
of extra activity, yet we are selling 
plenty of shoes and making more 
money than in years. 

“We run our usual advertise 
ments in both papers despite the fact 
that we have comparatively little to 
sell and it would sell itself without 
advertising. I think it is a short- 
sighted policy to ease up on adver- 
tising because you have no imme- 
diate need for it. There is always 
the future. 

“I have noted one contrast be- 
tween this war and the last one. 
During World War I, I knew at 
least two salesmen who were ruined 
by it. They got lazy, cocky and 
weren't any good after the war. 
This time it is different. I can 
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wholeheartedly say that all the 
salesmen who call on us are doing a 
good job. They aren’t selling, but 
they are very helpful in advising us 
how to buy and to overcome seem- 
ingly unsurmountable obstacles in 
procuring shoes. They deserve a 
lot of credit.” 





COURTESY PAYS 











—Report is that a satisfied cus- 
tomer of Famous-Barr in St. Louis 
left to each of three store clerks 
one thousand doliars. 

—Most of us poor, patient and 
forebearing mortals wouldn't 
leave a ged nickel to some 
of the cocky, insolent hotel clerks, 
taxi drivers, ticket agents and 
salespeople who have Tinded us 
out during the past several war 

F > wes the | 

courtesy pays, in the long run 

B . well as the short. ole 

rosperity goes to some people's 
heads. 


—With us in the shoe trade, how- 
= prosperity begins at the 


—A smile, courteous service and an 
earnest intention to please the 
customer (who is always right 
even when wrong) go a long way 

- to build up patronage, profit and 
prestige.: 


ayy © ely 


President 





HARRY J. EVANS, president of 
the West Coast Shoe Travelers 


. Association, who visited New York, 


Boston, Brockton, Columbus and 
other eastern and mid-western shoe 
centers recently, told Boot AND 
Soe Recorper that the broad out- 
look for shoe business in 1946 
looks very promising to him. 

“We have problems to face,” said 
Mr. Evans. Some of them are seri- 
ous. What we need most is united 
action and complete cooperation all 
along the line. All the different fac- 
tors that contribute to the making 
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and selling of shoes should work 
together to advance the best inter- 
ests of the shoe business. If that 
is done we can overcome our diffi- 
culties and solve our problems.” 

The association of which Mr. 
Evans is the head is a live organiza- 
tion of traveling shoe men who sell 
West Coast merchants. Right now 
it is busy with plans for a shoe 
style show in Los Angeles, to be 
held early in 1946. Exact time and 
place are expected to be announced 
very shortly. 


WALTER D. FULLER, president 
of The Curtis Publishing Company, 
says: 

“Thoughtful business men have 
always known that the only suc- 
cessful way of life is the way of 
work; that the road to security is 
the road of production and that the 
greater security both of individuals 
and of nations comes only by the 
increasing tempo of production. We 
cannot ‘restrict’ our way to happi- 
ness, nor can we accomplish a high 
standard of living and happiness 
by scarcities or by idleness. That 
is why we need and must have high 
level employment in the coming 
years. 

“We have proven in past years 
that our way of life has accom- 
plished miracles in creating a high 
standard of living. . . . All the 
world is watching us. Will the 
American way provide both eff- 
ciency and high standards of living 
for all in the days ahead? I am 


sure that it will, but it isn’t going 
to be easy. Remember, the Ameri- 
can way is the hard way—it is the 
straight and narrow path—it is 
work, with some play, of course. 
but primarily work. 

“I said all the world is watching 
America. So it is. We are in the 
midst of a gigantic testimonial ad- 
vertisement. Testimonial advertis- 
ing has always been effective. Is 





the American way to become the 
world way? It can, and if it does, 
that means everlasting peace. Ofr 
accomplishments, our increasing 
standard of living, our happiness, 
our high employment level is on a 
stage before the world. Will they 
emulate us because our way is best? 

“I have said that work is 
the American way. That is 
true, but there is som 
further—something that typi- 
fies America and som 
which is historically American. 
It started with the clipper ships 
— it traveled west with the 
peddlers and fur traders. Am- 
ericans have developed it, dis- 
covered new applications for it 
and created the America of to- 
day largely through it. What 
is this elixir of success? We 
call it Distribution—Commerce 
— Selling — Merchandising — 
Advertising.” 
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Time to Plan 


W ITH merchandise in short supply, a public eager and 
able to purchase shoes, and manufacturers unable to 
give favorable consideration to new accounts, there 
hasn’t been much cause for shoe retailers to worry about 
competition since wartime conditions became acute. 
However, there are signs and portents pointing to the 
possibility that the situation in this regard may be due 
for a change in the not too distant future. 

The St. Louis correspondent of Boot anp SHOE 
RECORDER reports that “never before have so many 
enterprisers been eager to enter the retail shoe busi- 
ness.” The same condition is apparent in Eastern trade 
centers. Many of the prospective shoe merchants are 
service,men who have recently been discharged. We 
have talked with some of these men who had cash 
money ready to lay on the line, a prospective location 
in view and were deterred only by the fact that they 
could not find manufacturers or wholesalers able to 
supply the types of shoes they wanted to buy. Some of 
these service men were planning to take temporary jobs 
in retail stores, where they could earn and learn while 
awaiting a more propitious time to engage in business 
for themselves. 

It is the merchandise problem more than anything 
‘else that tends to restrain these prospective new enter- 
prisers from attempting at once to realize their ambi- 
tions to become independent shoe merchants in their 
own right. Indications point to the Fall season of 1946 
as a rather optimistic date to expect replenishment of 
depleted stocks of shoe stores now clamoring for mer- 
chandise. Some of the manufacturers tell us they will 
hardly be in a position to figure on new commitments 
before 1947, 

Making due allowances for the obstacles that mer- 
chandise shortages put in the way of the launching of 
new enterprises, retailers should not close their eyes to 
the fact that this potential competition exists as a factor 
to be reckoned with and they should realize that it is 
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likely, once it becomes effective, to operate all the more 
vigorously because it has been restrained. They should 
make their plans for the future with due regard to the 
signs on the horizon, which arc by no means confined 
to the competition that can be expected from new 
enterprisers. Mergers that have already taken place in 
the chain store field point to the possibility that shoe 
retailing in the future may include, not only chains, but 
super-chains. Department stores in many cities have 
plans and preparations well advanced to open new 
stores in suburban areas as soon as building conditions 
are favorable for the undertaking and completion of 
such projects. 

On the manufacturing end, we are now becoming 
familiar with names of manufacturers who are com- 
paratively recent additions to’ the industry, many of 
them in the field of casual footwear. All of which tends 
to the conclusion that both shoe: manufacturing and 
shoé distribution, which prior to the war were always 
highly competitive, are likely to resume their competi- 
tive character as soon as normal peacetime conditions 
are restored. 

Then there is the competition that the shoe business 
must. anticipate from other industries. New cars are 
coming on the market, new and finer radios, new 
homes will be available a little later. There will be no 
end of intriguing new appliances, electrical and other- 
wise, gadgets and knick-knacks designed to appeal to 
the buying instincts of a public well supplied with cash. 
All of these things will be advertised and promoted in 
newspapers and trade publications, in magazines and 
on the air. They all spell competition for dollars that 
might otherwise be spent for shoes. There’s a new job 
to be done in shoe advertising, in publicity and public 
relations, in selling at the fitting stool. It’s a job whose 
clear objective ought to be to make women, children, 
and especially men, more shoe conscious. They must 

[TURN TO PAGE 73, PLEASE] 
































EW, dramatic treatments of the dominant 
fashion trends that have been emerging from 
the’ war-curbed industry were highlighted at 

the Spring showings of the New England manu- 
facturers during Boston’s Victory Shoe Market 
Week, its first large-scale show since the beginning 
of the war. 

Of major importance was the in- 
creased use of walled lasts and broader 
treads in new interpretations to give 
“that shorter look” and to emphasize 
comfort in style. Welt shoes in partic- 
ular have gained in popularity to the 
extent that people who are not making 
them are at least giving the welted or 
swagger appearance, even to pumps by 
the use of extension soles. This grow- 
ing trend of interest in sole treatments 
was not confined alone to the use of 
extension soles, but was evident in the 

[TURN TO PAGE 60, PLEASE] 
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Flat-foot sandal, open 
as a “native” shoe and suit- 
able for wear with many Summer 
costumes by the style-minded woman 
with foot-loose tastes. From Fern. 


ERY open shoes are more in the picture than ever 

this coming Spring. Style experts are talking of 

sandals of all kinds from the flat-footed “native” 
type to high-heeled sandals for dress or dressy casual 
wear. 
The shoe that made its début, over a year ago now, as 
the “Naked Genius” is seen everywhere, on low heels 
as well as high, and in all price brackets. With a mini- 
mum of leather covering the foot, it is constructed so 
as to fit remarkably well . . . one reason for its success, 
no doubt. Asymmetric in outline, it has done much to 
give style préstige to that treatment. As already noted 
in previous fashion features, “off-side, side-swept” de- 
signs are important in dresses as well as shoes. They 
are especially suited to shoe designs since they give a 
right foot, left foot look to a pair of shoes. 


#0 








Very open and dramatic look- 
ing with its asymmetric outline 
and rocker bottom clog sole, this 
dressy black suede casual with gold 
kid platform. From Ted Saval. 





Just how much longer very open shoes will occupy 
such an important style position is anyone’s guess. On 
low heels the thong sandal is slated to be a best seller 
for the coming Southern and Summer resort seasons. 
It is having a-strong influence on other sandals, less 
open but with strap treatments suggesting the thong line. 

Anoiher sandal pattern, of a very different kind but 
well worth watching is the T-strap. Several revivals 
and some new versions make one wonder whether or 
not this shoe is in for a return engagement among 
popular styles. 

That there may be a swing to more closed shoes is 
hinted in the talk among some style-minded manufac- 
turers of more closed shoes for Fall and Winter, 1946, 
than there have been in the current Fall and Winter 


seasons. 
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SALES APPEAL in Christmas Window... 





Seasonal trim installed November 14 in the Lefcourt store at 
400 Madison Avenue, New York. 


A COMPARATIVELY small window and a clientele——actual and 
potential—with a wide variety of tastes in pattern, color and even 
price, were the two opposing factors which had to be reconciled 
by Murray Olsher when he undertook the job of installing a 
Christmas trim for Lefcourt, men’s bootery, at 400 Madison 
Avenue, New York City. Expected early Christmas shopping was 
another, but this detail was disposed of by putting in the trim 
on the night of November 14. 

The Lefcourt store has customers who pay $13 for a pair of 
shoes. It also has customers who cheerfully pay $30. It caters to 
a cross-section of Madison Avenue which includes every shade 
of preference from that of the conservative business man to the 
so-called Ritz Carlton trade. Some of its customers are conserva- 
tive; others love color and fancy leathers. Therefore, in design- 

[TURN TO PAGE 63, PLEASE] 


How a Small Display Space was Trimmed in such a 
Wey as to Appeal to a High-Grade Clientele with 
Widely Varied Style Tastes—An Early Christmas 
Promotion Which Proved a Success in One of New 
York City’s Finest Men's Footwear Stores. 
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MURRAY OLSHER 
Having successfully practiced the designing 
of effective shoe windows, Mr. Olsher tells 
Recomper readers how he does it. His 
articles will appear in Boot and SHOE 

Recorper beginning in January. 


a 





Put. Phil “The Feet” Whelan and 
Miss Patricia Lane enact a “turn 
about-is-fair-play” scene at Fort Me- 
Clellan, Ala. She-is the songstress 
after whom he named his infantry 
feet, so Put. Whelan had a plaster 
model of his left “dog” made for 
her and presented it after they ap 
peared together in a soldier show. 


Right: German housewives barter for 
shoes at an Allied-approved second- 
hand mart for civilians in Berlin. The 
mart was opened by the city adminis- 
tration to help curb the black market. 
A ten-cent admission fee is charged. 


SHOE NEWS 
PICTORIAL 


Left: Ishikawa Yukike, teacher of a class of teen-age girl students on 
Okinawa who were pressed into service by the Japs as Nurses’ Aides. 
One of 21 survivors of the ordeal who were rescued from a cave by a 
Marine patrol, Ishikawa puts on a pair of Marine boondockers ajter 
donning Marine trousers and shirt. One of her first requests was for 
lipstick, proving that even in battle areas, girls will be pretty! 
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Above: With no overhead, rent or taxes, this 
Roman cobbler flourishes. New shoes cost 
from $40 to $60, so people have their old ones 
repaired. He gets about $15 for a pair of soles. 
$3 or $4 for heels. Nice work if you can get it! 


Right: Shoes are scarce and in great 
demand in Paris, and these shoppers 
at the annual second-hand mart on 
the Boulevard Richard Le Noir 


eagerly examine those available. 
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Below: Mrs. Mury Graham of Melbourne, Australia, 
goes shopping for shoes for her three children. Ac- 
tive youngsters are hard on shoes, so Mrs. Graham 
examines the shoe rack at this shopping exchange. 
Clothing is still rationed, and shoes must come out 
of the annual clothing allowance of 112 coupons. 


Left: East Indian chopines, hand made of wood and inlaid with ivory, 
are worn by Adrienne Friedman of Forest Hills, N. Y. The chopines 
were the property of a lady-in-waiting to a Hindu princess of the 19th 
century. They are part of an exhibition of footwear and hair orna- 
merits of the past at the Traphagan School of Fashion in New York. 





owner of the store and department 
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Interior of Harold’s Juvenile Shoes on Flatbush Avenue. The wall on the right 
is curved. as is the counter and wrapping desk, left foreground. Nursery-rhyme 
figures adorn the opposite wall. Stock is kept in the rear of the store. 


YOUTH Likes to SHOP for SHOES 
IN STYLE... 


HAROLD ABRAMSON, 
catering te the young trade. 


THE trend toward salon-type stores 
for the juvenile shoe trade is well 


exemplified 
children’s shoe store and a most at- 
tractive children’s shoe department 
in a specialty store catering only 
to children. Both of these are lo- 
cated in Brooklyn, N. Y., and both 
are operated by the same man, 
Harold Abramson. 

The shoe store, Harold’s Juvenile 
Shoes, opened recently at 1017 
Flatbush Avenue, in the heart of 
one of Brooklyn’s busiest shopping 
districts. Although a moving pic- 
ture theater is nearby, this side of 


in an_ ultra-modern . 


the street had never been consider- 
ed particularly desirable for a re- 
tail venture; the other side drew 
most of the shopping crowds, ae- 
cording to Mr. Abramson. Never- 
theless, since the opening of the 
store, the shopping crowds and 
those going to and from the theater 
have found a moment to pause and 
study the new juvenile shoe store 
and the merchandise displayed in 
its windows. 

All-glass doors permit a view in- 
to the store interior from the street. 
Raised display windows set off the 
merchandise displayed, and an 
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Right: The _ children’s 
shoe department at Rock- 
A-Bye, the children’s spe- 
cialty store. Note the 
curved wall, left, and the 
platform for fitting the 
very young, right. 


angled window in which there is 
a mirror serves as an eye-catching 
device. The lobby starts behind the 
building line, a treatment which 
serves to draw the attention of pas- 
sers-by to the store. Above the 
windows rises the facade of green 
glass, and the name, Harold’s Juve- 
nile Shoes, in script letters is a 
white fluorescent fixture which 
lights up a wide area at night, 
calling attention to the store. The 
recessed front has a flooring of 
rose and green, repeating the script 
letters of the sign. 

Inside the store, a semi-circular 
wall greets the eye. Three shadow 
boxes framed in white, stand out 
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Colorful, Attractive Surroundings 
Appeal to the Young Folks as Well 
as to Their Elders, and Harold 
Abramson Gives Them What They 
Want in Two Brooklyn, N. Y. Stores. 


Left: The front of Harold's Juvenile 
Shoes is recessed, with a fluorescent sign 
which lights up a wide area at night. 


Display windows are 


effectively from the terra cotta 
striated plywood wall; the color is 
repeated in the carpeting. The ceil- 
ing is green, with both fluorescent 
and direct lighting fixtures. A 
central fixture in the ceiling is the 
vent for the air conditioning sys- 
tem. The opposite wall has a pale 
blue background, and nursery 
rhyme figures lend an appropriate 
atmosphere to the room. At the 
front of the store is a circular 
counter in which are displayed 
shoes and other merchandise. An 
extension of this counter forms the 
wrapping desk. All furniture is of 
blond maple. All stock is con- 
cealed and is kept at the rear of 


raised; doors are 
of glass from floor to ceiling. 


the store. No ladders are to be 
seen in the stockroom, for all stock 
is within easy reach of the sales- 
people. Wide aisles make for 
convenience in this room which can 
accomodate 10,000 pairs of shoes. 
The shoe department is located 
in Rock-A-Bye, a new children’s 
department store at 1401 Avenue 
J, Brooklyn. Here, again, a circu- 
lar wall is an outstanding feature, 
and a colorful striped effect lends 
it interest. On the facing wall is 
a platform on which a number of 
small chairs for very young visitors 
facilitates the fitting of these very 

small customers. 
[TURN TO PAGE 7], PLEASE] 





The shoe department at W. B. Doran Men’s 
Store, Rockford, Illinois, utilizes every inch 
of available space, and makes use of this 
miniature balcony for stock that cannot be 
kept on the main floor of the department. 
This was necessitated by the extremely small 
space available for this department. 


Doubledeck 


Arrangement in Men's Department 


|F your store layout permitted a space only nine feet 
by 15 feet for your men’s shoe department, how would 
you go about arranging your stock and selling space 
in such a small area? 

This was the problem that faced W. B. Doran, pro- 
prietor of W. B. Doran Men’s Store, located at 109 
North Main Street, Rockford, Ill. One idea often leads 
to another in a different field. Recalling the upper 
berth arrangement in a sleeping car, Mr. Doran rea- 
soned that here might be a solution to his difficulty. He 
consulted a contractor and found that a miniature bal- 
cony could be suspended above his corner shoe section, 
anchored by the cantilever principle which eliminates 
posts. He measured the height of the room, which 
proved to be 14 feet, ample to permit such an arrange- 
ment. 

One factor that made this idea particularly feasible 
was that he already had a flight of steps leading to the 
second floor where the clothing department is located. 
The first landing of the staircase was about on a level 
with the proposed balcony. There is a narrow ledge, 
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protected by a metal railing, finished in aluminum, 
which extends in front of the upper tier of stock cases. 
The combined upper deck and lower shelving provide 
space for approximately 1000 pairs of shoes in stock 
boxes. 

The wood panel in the corner under the balcony 
conceals a desk and record cabinet. Fluorescent light- 
ing under the balcony illuminates the stock boxes, mak- 
ing it easy to read the labels. The reserve stock of 
shoes is carried in the basement and replenishments 
are made from this source. 

Leslie W. Johnson, manager of Doran’s shoe depart- 
ment, is enthusiastic about his diminutive shoe section. 
He calls it his “vest pocket” shoe department. “There 
are many advantages not found in ordinary shoe depart- 
ments,” he comments. “Here everything is accessible. 
Our fastest selling numbers are carried in the ground 
floor section and are scarcely arm’s length from where 
I serve the customer. It is only a few steps up the stairs 
to the balcony stock. No tiresome running long dis- 

[TURN TO PAGE 69, PLEASE] 
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The new shoe department at. The Rollins Company, Detroit. Notice the full length 
mirrors lining the wall at the left, the salon atmosphere. All stock is concealed. 


New Shoe Department 
In Prime Location 


DERMIT W. MacNAB 


Owser of the new firm, MacNab, 
Inc., ‘which operates the shoe de- 
partment at The Rollins Company. 
Mr. MacNab has had long experi- 
ence in the shoe business. 


A SHOE department, opened for 
the first time at the Rollins Com- 
pany, high grade specialty shop at 
1528 Woodward Avenue, Detroit, 
has been given the place of honor 
in the store. It occupies most of the 
first floor, and is inescapable by any 
patron who walks into the door. 

The department is operated by a 
new firm—MacNab, Inc. The store 
itself was established around 1908 
on Adams Avenue, two blocks north 
of its present location, right in the 
focal center of Detroit’s downtown 
shopping district. 

Heading the company operating 


the new leased department is Dermit 
W. MacNab, who started in the shoe 
business in Toronto. In the mid- 
twenties, he was buyer for Kline’s 
in Detroit, for five years; he then 
was connected with Pack-Wolin for 
four years, and for the past 11 years 
with Sax-Kay, whom he left a few 
months ago to open his own opera- 
tion. 

The department is one of the most 
unusual in local shoe stores. Its lo- 
cation is excellent, and its soft tone 
color scheme and neatly-executed 
lighting combination make it an in- 

[TURN TO PACE 70, PLEASE] 
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Shoes by Selly 


FASHION 
TWO STEPS AHEAD! 


Tru-Porse Shoes by Selby feature the 
famous cradle cup heel seat. It holds nite 
foot securely prevents it from slipping 


forward ind retards heel rotation. 
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The Selby Shoe Company 


PORTS™MOUTE, OHIO 


New York Office } Empire State Bl © Los Angeles Office » Haas Bley 


Selly ) ARCH PRESERVER - ACTIVE MODERNS + TRU-POISE - STYL-EEJ 
Shoes | EASY GOERS ~« PHYSICAL CULTURE + GROUND GRIPPER.» CANTILEVER 
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Civilian Production Administration is busily engaged in getting the 
shoe industry back into peacetime channels. The Shoe Branch, headed by John 
Lake, is currently wrestling with many applications from new manufacturers who 
want to get into production, as well as applications from established manu— 
facturers who want to increase their quotas, particularly in the low and 
medium price ranges. 

An amendment to the only remaining shoe control order, M-217, is now 
in the mill at CPA. This amendment will eliminate the fair distribution 
clause and minimum sole specifications from the order leaving only paragraph 
(f), formerly paragraph (i), which sets forth restrictions on production of 
lines of footwear. Paragraph (f) will be liberalized under this amendment. 

Preliminary production figures for October indicate an output of 
about 41,000,000 pairs of civilian footwear, as compared with only 39,000,000 
in September and only 36,000,000 in October, 1944. November production will at 
least equal+October output and is expected to go higher. 

While labor is not returning to the shoe industry as rapidly as had 
been anticipated, the overall labor situation is not as bad as that which is 
confronting other important manufacturing industries. Several important 
producers have already granted basic wage increases ranging up to 15 percent, 
while others are in the process of negotiation. 

CPA and other - government agencies continue to receive complaints 
from consumers who are experiencing difficulty in obtaining shoes that are 
outside the normal range of sizes. An erroneous impression that government 
regulations prohibit the production of these so-called odd sizes is being 
widely circulated. While reluctance on the part of the retail trade to accept 
special orders and stock slow moving footwear during the war, as well as 
reluctance on the part of manufacturers to fill these orders when leather and 
manpower were critically short, might have been justifiable, government 
officials feel that it is now the responsibility of the trade to fill the 
needs of this type of consumer. While shoe stocks are far from normal at 
present, and proportionately stocks of odd-size shoes are also abnormally low, 
this situation should right itself entirely within the next four or five months. 










































































































































*- * * 


Two amendments to existing laws, designed to provide a greater 
degree of protection to small independent retailers, have been introduced by 
Rep. W Wright Patman, D., , Texas, chairman of the House Small Business Committee. 

The first of these, H.R. 4200, would prohibit chain corporations 
from charging off store losses from income tax returns, and has been referred 
to the Committee on Ways and Means. 

The second, H.R. 4201, amends the Robinsce-Pathan Act to prevent 
evasion of this law by making secret prices or discounts to favored buyers, 
and has been referred to the committee on the Judiciary. 

"A study of the trial of the Great Atlantic & Pacific Tea Co. in the 
Federal Court at Danville, Ill., convinces me of the necessity of curbing the 
practice of operating stores at a loss," the Texas legislator [TURN To Pace 63, PLEASE] 
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FEWER SHOE ADS IN . 
CHICAGO 


SINCE the lifting of rationing from 
shoes, the advertising of footwear in 
Chicago has decreased noticeably. 
This is something of a commentary 
on the quirks and foibles of man, 
for shoes today are hardly more 
scarce than they were six months ago. 
There is still the same difficulty in 
finding the right size for the right 
feet, but, apparently, stores no longer 
feel the same urgency to tell their 
customers that they are still in the 
shoe business. They probably be- 
lieve that practically every customer 
in town will in time end up in their 
stores searching for those elusive lasts 
and sizes that fit their feet. 

With Nov. 12 declared a legal holi- 
day for Armistice Day celebration, 
the downtown stores experienced one 
of the biggest days of the year. The 
streets were filled with school chil- 
dren and their parents as well as 
numberless office workers whose busi- 
ness houses were closed. Crowds 
were as dense as any the town ever 
sees during the holiday season. Shoe 
departments were very active, and the 
children’s were literally jammed. 

Everywhere there is the same 
dearth of black footwear. Every mer- 
chant reports that black calf is prac- 
tically unobtainable and suede al- 
most non-existent. Hence the great 
majority of sales are in browns and 
Turftan since that is about all there 
is to be found in most stockrooms. 

A commodity which had been no- 
ticeably absent for a number of years 
was recently advertised by Marshall 
Field—evening slippers. Considering 
the long-time scarcity of metal, these 
came as a bonanza for fashionable 
women who are in need of such foot- 
wear for their gala occasions. Hand- 
some brocades were combined with 
trimmings of silver or gilt kid, and 
one model was fashioned entirely of 
the metallized leathers. So far as we 
know, this has been the first store in 
Chicago to show post-war evening 
models. 

Trying to fill in on their leather 
stocks, Mandel’s featured some in- 
door footwear imported from Mexico. 
Slippers made of natural pigskin, the 
edges bound with bright colored 
thongs were offered in a variety of 
color combinations. 

In street footwear the slingback 
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shoe continues to lead the hit parade. 
On low heels, medium, or high it is 
a style that is a best seller every- 
where with girls and women of all 
ages. There is considerable activity 
right now on brown calfskins, since 
suedes are scarce, and some shops 
are noting rather sudden business in 
navy blue (when they have it). No 
merchant is particularly sanguine 
over the immediate future of the shoe 
business for he realizes that the man- 
ufacturer is today in a position where 
he is actually shipping fewer shoes 
than in several years and there is 
little likelihood of improvement for 


some time to come. 
= * * 


BROWN IN FAVOR 
IN PHILADELPHIA 


Bows for a winged look started in 
the sleeves of dresses, blouses, and 
coats, and are now appearing every- 
where on dress and sport shoes. 
These are the focus of attention on 
the shoe, no matter whether it is high 
heel or low, and most are edged with 
nailheads or with colored beads. 
Some are sold separately and adorn 
either a brown or a black shoe. 
Since the end of rationing, brown 
shoes have taken a substantial jump 
in favor, becoming a _ sought-after 
color. During rationing, women kept 
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+++ Women's slippers of pigskin laced-with-coler 
They're cute end comforisble os on Indien’s moccasins! Women's 
indoor catals of Ratural color pigskin, thong-leced with red. bse or 


Met ond Pane Orders Filled White Qupntitins Last. . Coll Shave INP 


SUPPER BARE. FETT ong FT State 


Slippe s of pigskin, laced with color, 
and made by hand in Mexico, were 
shown by Mandel Brothers, Chicago. 


close to standard black for dress and 
left brown for sportier occasions. 
Now, with sequin-trimmed brown 
dresses appearing in many of the 
better shop windows, women want 
dressy brown shoes. Practically every 
shoe store window on Chestnut Street 
is giving brown shoes the best dis- 
play space. The rich, deep brown 
is the shade mostly in demand. 
Reptiles with open backs, platform 
soles, and high, sturdy heels are get- 
ting a lot of attention at Gimbel’s. 
Coming in colors such as red, green, 
brown, and grey, they are receiving 
much attention from the girls who 
are glad of the chance to break away 
from the habit of holding on to that 
last stamp. And many a shoe buyer 
is feeling the urge to break away 
from continued conservative buying. 
* * * 


NEW YORK STOCKS 
AT LOW LEVEL 


Srock depletion is the greatest con- 
cern of New York retailers at the 
moment. Deliveries are still any- 
where from six weeks to three months 
behind schedule, and since quotas re- 
main static, little hope for relief dur- 
ing the next few months is expressed. 
A very few say that improvement is 
just barely perceptible now, but add 
that little comfort is gained because 
every delivery is practically sold out 
as soon as it comes in. 

The initial buying spree when ra- 
tioning went off, reported by a few 
of the higher priced stores, has lev- 
eled off to the normal status of boom- 
ing business, and those who thought 
they might have to limit store hours 
have found it unnecessary to do so. 
They are, however, continuing a self- 
imposed rationing plan of only two 
pairs of shoes to a customer. But only 
a few stores are doing this because 
the majority have rare instances of 
requests for more than dual pur- 
chases. 

Lower priced departments have re- 
ported the greatest percentage of 
sales increase since the lifting of ra- 
tioning. One department store buyer 
suggested that consumers are seek- 
ing more variety now that they are 
not limited by coupon purchases and 
are, therefore, not so anxious for the 
higher quality shoes which they 
bought during the war and which 
they knew had to be worn indefinitely. 
Another explained that a good per- 
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centage of customers who tradition- 
ally buy the higher priced merchan- 
dise are forced into cheaper pur- 
chases by the dwindled stock of the 
more expensive shoes. 

With the season of festivities well 
on its way, evening shoes are con- 
spicuously lacking in the market. 
Some departments have been divert- 
ing their customers to dressy black 
suedes, but most merely shrug their 
shoulders and sympathetically ex- 


plain the shortage. 
ma o@ 


STOCKS LOW IN BALTIMORE 
STORES 


Except in certain stores which han- 
dle only men’s shoes, most inventories 





in Baltimore stores are below pre- 
war levels and in some cases criti- 
cally low. Managers have suggested 
that their customers “buy gingerly” 
at present to give manufacturers time 
to build up supplies and introduce 
new items, but few felt that consum- 
ers would heed their advice. 

Dealers, operating on monthly 
quotas from manufacturers, have held 
their own sales within those quotas. 
Right now, this system will stay in 
effect, and one dealer said he 
wouldn’t sell more than two pairs of 
shoes to any one customer until 
stocks have been replenished. 

Sling pumps, nailheads, platforms 
and ankle straps have moved very 
well here. Moire cocktail shoes, too, 
found favor. Reports also were that 
brown in suede and in general items 
moved better than reported previ- 
ously, but brewn calf still lagged in 
volume. 

A large department store shoe 
buyer and a West Lexington Street 
store manager both claimed that there 
was a tendency for women shoppers 
to travel around now from store to 
store before buying. Better shoes are 
very low in stock practically every- 
where. All items are moving, but 
there is a tendency to resist high col- 
ors, except in reptiles; almost any 
shade in alligator sells quickly. 
Black, however, still leads. 

One manager reported a heavy 
turn-out for teenage shoes modeled 
in grown-up styles such as low heeled 
closed-toes and sling backs in black. 
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Interesting ad used by Hess of Balti- 
more, Md., promising “New Excite- 
ment" in current shoe styles. 





BLACK LEADING IN 
MIAMI SHOPS 


OME of the shoe merchants in the 
Miami area declare that women are 
quite definitely black-minded at pres- 
ent so far as footwear is concerned! 
This is rather unusual so late in the 
season for Southern Florida, but the 
reason advanced is that women are 
waiting until brand new resort shoes 
are offered after the first of the year. 
Then all the leading shoe men expect 
a heavy run on color; some startling 
shoe news is hinted at as being pre- 
pared to break at that time. 

In color red continues to be most 
active. Brown is popular and while 
plenty of white is selling, there is not 
the volume usually moving at this 
time of the year. 

Gay, glittering trim is seen on all 
grade shoes, the inexpensive lines 
running at five dollars and less, as 
well as the higher priced bracket. 
Nailheads are among the best sellers, 
and fancy bow decorations move well. 
Any type of bow, rosette or trim is 
used to decorate the open toe shoe. 
Sling backs are in high favor, in some 
shops even running to better than 
50 per cent of volume. 

Practically all the larger shops or 
departments have opened slipper 
bars, and here a big early holiday 
business is being done in house slip- 
pers. This is particularly true of the 
better lines. 

Evening shoes are moving now as 
Miami prepares for its first big re- 
sort season in some years. 

A lot of reptile is moving, and 
alligator is gaining in importance. 
This is particularly true when match- 
ing bags can be had. 


Almost all shops dealing in men’s 
footwear report a substantial increase 
in volume since rationing went off. 
This is attributed to the fact that the 
men of a family gave up their cou- 
pons to the female members of their 
household and now are stocking up 
on their own account. 

One of the best known shops re- 
ports that women today are more 
critical of quality and have been edu- 
cated during the past several years to 
the advantages of buying good foot- 
wear. They want a smart shoe today; 
the so-called “sensible” shoe of re- 
cent years is not in the picture. But 
no matter what they buy, they must 
have quality. While chain stores have 
been most active of late in selling 
fancy dress shoes because no woman 
wanted te part with a precious cou- 
pon for a shoe that could not give 
full time service, and so would buy 
the less expensive unrationed shoe, 
managers in the better shops are cer- 
tain they have not permanently lost 
this trade but that it will be back 
as soon as new and fashion-right 
stock is plentiful. 

A state-wide survey of shoe shops 
in the leading cities in Florida re- 
veals that the end of rationing 
brought no rush of buyers. While 
business has materially increased, 
there has been no stampede. All over 





the state the report from men’s de- 
partments is that there has been a 
steadily increasing volume of busi- 
ness. The same is true, but in a 
lesser degree, in children’s depart- 
ments. 

In Tampa there was plenty of ac- 
tivity in all shoe shops, but it was 
felt most in men’s departments. There 
was no mad rush anywhere, and it 
was not necessary to employ extra 
clerks. One merchant said that while 
there is no doubt that many individ- 
uals need shoes, now they can get 
them without a coupon they are satis- 
fied to wait awhile longer and see 
what new stocks will offer. 

In St. Petersburg the story was the 
same. What dealers term “distress 
buying” constituted the principal in- 
crease noted. This term is used to 
describe buyers who have long been 
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“FIRST IN RUBBER” 


announces 


Canvas Sport Shoes 
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LOH ON ote Mead Trade 


in need of shoes but had used up 
their stamps. 

In Palm Beach and West Palm 
Beach merchants were frankly dis- 
appointed. The anticipated rush did 
not develop. About a 10 per cent in- 
crease over normal is all that was 
experienced. 

In the center of the state, in Ocala, 
the opinion is that citizens generally 
came through the war well shod, de- 
spite shoe rationing. Shoe men gen- 
erally expressed surprise at the non- 
chalance displayed by the public 
when given an opportunity to pur- 
chase as many pairs as their pocket- 
books would stand. 

In Jacksonville the story was the 
same. Now that people can buy shoes 
to suit their mood or need, they are 
waiting for something else. 

Throughout the Greater Miami 
area there was some increased ac- 





tivity for a short time, but not what 
had been anticipated. It is reported 
among shoe merchants that when the 
news came through that shoe ration- 
ing was to be taken off, women did 
their heavy buying with their last 
coupons. They anticipated a rush 
after the ban was lifted and bought 
before stocks were depleted. 
_ * * 


BUSINESS LEVELS OFF 
IN DETROIT 


THE trend of shoe business in De- 
troit has evened off, with the end of 
rationing. Original fears of a stam- 
pede upon the sudden withdrawal 
proved to be unfounded so far as this 
territory was concerned. 

A major reason was the significant 
fact that sales of the former non-ra- 
tioned types of footwear dropped off 
drastically as soon as other types 
were available without stamps. The 
drop in this line compensated for 
the slight pick-up in standard foot- 
wear, in the experience of a number 
of merchants. 

However, few reported any sizable 
stocks of the non-rationed footwear 
on hand, and there was a general ab- 
sence of “distress” sales, inasmuch 
.as nearly all stores had been cau- 
tious about buying in recent months. 
This was partly a result of necessity, 
since wholesale stocks of all types 


have been very short here for months. 

General level of business has been 
up during the past month, and the 
levels averaged from various leading 
stores and a sample of neighborhood 
stores are summed up in the state- 
ment of William H. Adams, president 
of Fyfe’s, showing sales a few per 
cent ahead of last year at this time. 
A continued even flow, rather than 
any sudden upspurt with the grad- 
ual relaxation of the supply shortage, 
is anticipated by Mr. Adams. 

Style trends here are not clearly 
defined at present. There is a strong 
demand for suedes in women’s de- 
partments, but with stocks very short, 
all types of shoes appear to be sell- 
ing. Leading the style parade at 
Fyfe’s is patent leather, while calf- 
skin is a close competitor. 

Stores continue to report that style 
preferences are distinctly secondary 
to the question of whether or not a 
store has stock in a given size. One 
style trend reported in specialty 
stores was to the open back sling 
pumps. 

The labor situation has eased up 
generally in local stores, partly as a 
result of the return of a few men 
from the armed forces, as well as the 
availability of more men who were 
in war plants earlier, and can now 
take “non-essential” employment 
without question. In addition, some 
of the newer employees have become 
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Saks Fifth Avenue in Detroit, Michi- 
gan, emphasizes suede trimmed with 
glittering sequins for gala occasions. 


better trained and, accordingly, are 
able to handle the present volume of 
trade better because of their longer 
experience. In general, however, 
larger stores do not expect a com- 
plete return to normal in this field 


for some time to come. 
7 * 7 


REPORT SATISFACTORY 
VOLUME IN ALLENTOWN 


ALLENTOWN, PA., shoe stores have 
been doing a very satisfactory volume 
of business in recent weeks, appar- 
ently reflecting the sound character 
of local trade conditions. Employ- 
ment continues high in most indus- 
tries. One big truck company, for in- 
stance, is making rapid progress in 
reconverting to peacetime operation. 

The end of shoe rationing caused 
only a mild flurry of buying here. 
Some stores found no noticeable ef- 
fects of the long-expected event; 
others reported a slight increase in 
customers and sales. The number of 
would-be customers swelled faster 
than sales, however, as most stores 
were in a poor position to fit patrons 
from existing stocks. 

Style trends in this city continue 
conservative, with a substantial de- 
mand for the health-type of shoe, 
nurses’ oxfords, orthopedic models 
and low-heel numbers. Blacks and 
browns far outsell other colors, and 
demand is concentrated mostly in 
calf, kid, patent and reptile leathers. 


Casuals meet with much favor at 
some stores, but are a dead issue at 


others. 
© * 


NEWARK STORES SELL 
CHRISTMAS SLIPPERS 


STORES in the Newark, N. J., area 
are promoting slippers for the Christ- 
mas season rather than shoes because 
of shortages. There is still a demand 
for style merchandise. At Hahne’s 
black suede is the dominant leather 
in dress shoes. Black calf is also in 
demand. Flats are even stronger this 
year than they have been previously, 
and nailheads are not so important. 
There is some demand for color and 
Hahne’s will have wine and red shoes 

shortly. 
Black ballet-type shoes are selling 
[TuRN TO PACE 74, PLEASE] 
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Foot Relief Is BIG 
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4 .. AND THAT'S WHAT 
THE PEDO-GRAPH 
PRINTS OF YOUR FEET 
SHOW— METATARSAL 
ARCH WEAKNESS! 











Make Foot Relief 
A Part Of Your 
Business Of 
Selling Shoes And 
You’ll Marvel How 
Handsomely It 
Pays In PROFITS, 
PRESTIGE 

and BETTER 
SATISFIED 
CUSTOMERS! 


THAT’S RIGHT! AND YOU ARE | > 
THE FIRST SHOE MAN WHO 
EVER TOOK THE TROUBLE TO 
TELL ME THESE THINGS! 


—_ 


REMEMBER! 70% OF THE POPULATION HAS FOOT TROUBLE 


Don’t underestimate the huge market for Dr. 
Scholl’s Aids for the Feet! It is BIG business— 
highly PROFITABLE business—EASY business. 
And what it does in making better pleased cus- 
tomers, is in #tse/f a big dividend-payer for you. 


Actually 7 out of every 10 customers facing your 
men at their fitting stools have foot trouble in 
some form. Interest yourself in their foot prob- 
lem as you go along making a sale of shoes. 
Then suggest the proper Dr. Scholl Foot Com- 
fort* Remedy, Appliance or Arch Support for 
their foot trouble. If you don’t sell them relief, 


someone else wll! © Trode Mork Reg, U. S. Pat. Off 


THE SCHOLL MFG. CO., Inc., 213 West Schiller St., Chicago 


And remember this: Dr. Scholl’s is the only com- 
plete, scientific, nationally advertised line and 
Service of its kind in the world! You have but to 
say to customers, “it’s Dr. Scholl's”, to win their 
confidence and respect for the Dr. Scholl foot 
relief you recommend. 

Get started NOW! The moderate investment it calls 
for, with the rapid turn-over you get, makes this mighty 
profitable business for you. Send for our catalog. 


FREE HOME STUDY COURSE 


Teaches you how to render Dr. Scholl’s Foot Comfort 
Service. Very easy to master. It can be worth thousands 
of dollars to you. Get this valuable training NOW. It 
is yours for the asking. Write for details at once. 














- 62 West 14th St., New York 
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A RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Marapectacring nd Markels 


Boston 


Boston wholesalers have many more orders than shoes 
to fill those orders. New England manufacturers, at least 
some of them, have been forced to refuse to accept any 
more orders until such time as they can dig out from under 
the current back-log. That about sums up conditions in 
this market. In fact, one manufacturer estimates that even 
if materials and labor were much more plentiful than they 
are today, the present demands from buyers could not be 
met because of lack of factory capacity. 

Aware of this, merchants have stayed out of the market 
since the’end of Victory Shoe Market Week except for a 
few of the more optimistic who still have hopes that if 
they visit enough sources they will eventually get some- 
thing. 

An analysis of orders already placed in the women’s 
shoe field shows that, in high styles, the sandal type is far 
in the lead—sandals so skeletonized that little leather is 
needed. Colors are wanted but in many cases, those most 
desired cannot be had. For-the younger woman and the 
teen-ager, merchants have bought heavily of casuals and 
saddle oxfords. Former non-rationed. types, mostly in the 
storerooms of the wholesalers, continue to stay there, 
though there is a feeling that if shortages continue into 
1946, they may be absorbed. 

As late as November 25, the question of prices was one 
of the chief subjects of conversation. Consequently, and 
as a “hedging operation,” some manufacturers have taken 
orders on the basis of prices which may prevai! at the time 
the shoes are delivered. 


. 
Chicago 

WITH labor mostly marking time while the present- 
day Labor-Management Conference is under way, the shoe 
industry, like every other industry, turns hopeful eyes on 
the outcome. Shoe men feel that their industry requires 
immediate attention so as to arrive at a wage formula 
which will have the power to attract sufficient workmen to 
their benches so their manufacturing can get going full 
steam ahead. 

At no time in the history of American shoemaking have 
the retailers’ shelves been so empty. While the main prob- 
lem continues to be limited labor, yet the materials pic-, 
ture is a depressing one too, since-the tanned hides com- 
ing to the factories are woefully inadequate. With a dif- 
ferentiation in the pricings of black calf and brown, it 
is only human to turn out the product which yields the 
more satisfactory profit and the inevitable result is that 
black calf shoes for women are almost impossible to get. 

While designers are turning out new patterns, they can- 
not be submitted to buyers because of uncertain pricing. 
Manufacturers point out that there have been definite 
increases in cost since the war ended and unless they are 


allowed higher ceiling prices by OPA for their goods, they 
are not interested in developing these lines. Shoe men 
are quite naturally disgruntled that it should take the gov- 
ernment agency so long a time to come to a conclusion in 
view of the facts so clearly before everyone’s eyes that 
production costs have risen. They feel justified in saying 
that these dilatory tactics are playing hob with the shoe 
industry and making for a stalemate in industrial relations 
—and at a time when sound public relations are needed 
as never before. It is all very well, they say to “hold the 
line against inflation.” Every good citizen wants that, but 
every thinking citizen also expects a manufacturer to make 
a fair profit and believes that the workman should be 
worthy of his hire. With only nominal increases all along 
the line, increases which will be partially absorbed by all 
three parties—manufacturer, retailer and consumer—the 
whole industry could pick up over night and footwear from 
maker to consumer could be channeled along orderly, 
adequate and profitable lines. 


New York 


F OLLOWING a month or more of extreme activity, manu- 
facturers in the New York area are now concentrating on 
pushing production as fast as possible for early Spring 
deliveries. The buying period extended over an unusually 
long period, since retailers began coming into the market 
in large numbers well in advance of the date of openings 
of Spring lines by members of the Guild of Better Shoe 
Manufacturers and the Shoe Manufacturers’ Board of 
Trade of New York early im November. After the middle 
of the month individual manufacturers were still working 
with customers. 

Never has there been a greater demand for shoes and 
never have the factories been faced with a tougher pro- 
duction situation. Almost universally the problem of get- 
ting leather is the number one stumbling block. It is the 
genuine belief of many manufacturers that the situation is 
aggravated by tanners who are waiting to take orders until 
the anticipated rise in ceiling prices on leather. As one 
manufacturer put it, in referring to the shortage of leather, 
“We just can’t get what everybody wants at one time.” 
Shortages in other essential materials are also noted. 

The other major problem confronting manufacturers in 
the New York area continues to be manpower. The lack 
of skilled help . . . some factories feel this more than 
others . . . has been a condition of long duration. Added 
to this now is the prospect of rising wages, leading to in- 
creased cost of production at a time when leathers may 
be increased in price and when there seems to be little 
immediate prospect of relief by the raising of the manu- 
facturers’ ceiling prices. 

In spite of these accumulated problems, which are not 
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Expect Distributors to Absorb Increases 





OPA Officials Will Discuss Question with Retailers and Wholesalers 
Dec. 11—Manufacturers Accept 44% Per Cent Rise. 


WASHINGTON, D. C.—Manufacturers’ 
ceiling prices for shoes will be in- 
creaséd 4% per cent to cover increases 
in production costs, but there probably 
will be no change in retail prices, OPA 
announced on Nov. 27. 

The price action was submitted to 
the shoe manufacturers’ industry advis- 
ory committee at a meeting in Washing- 
ton on Nov. 26, and will be issued offi- 
cially in late December. It will include 
tighter pricing rules for new models of 
shoes, and will allow price adjustments 
to encourage production of lower priced 
- shoes, 

OPA says that present indications 
are that wholesalers and retailers can 
absorb the entire amount of the in- 
crease in manufacturers’ prices without 
damaging their earnings position. How- 
ever, no final decision can be made until 
a study of distributors’ costs and earn- 
ings has been completed. OPA will meet 
with shoe retailers and wholesalers to 
discuss this question on Dec. 11. The 
agency hopes to announce both actions 
simultaneously. 


Resolutions by Committee 


After studying the major points of 
the proposed action, the industry com- 
mittee passed two resolutions. The first 
stated: “Whereas this committee feels 
very strongly that the 4% per cent in- 
crease is insufficient and that your 
projected profit for 1945 is entirely too 
high, it does, however, in order to avoid 
further delay of much needed relief to 
the industry, vote unanimously to ac- 
cept the specific increase of 4% per 
cent as proposed by OPA, and asks that 
you expedite the issuance of the order 
with all due haste.” 

The committee referred to the results 
of an extensive OPA survey, which 
showed that the industry’s 1945 profit 
on net worth for civilian shoe sales is 
8.14 per cent. Against this profit, how- 
ever, the survey showed an average 
Post-VJ Day increase in costs of 9.76 
per cent. To this must be added a 2.86 
per cent profit needed to meet the in- 
dustry earnings’ standard and return 
to the industry its 1936-39 profit. The 
increased costs and required profit total 
12.62 per cent, compared with a 1945 
profit of 8.14 per cent. The difference 
between these two figures is the neces- 
sary price increase of 4.48 per cent. 

In the second resolution, the commit- 
tee expressed the opinion that whole- 
salers and retailers should not be re- 
quired to absorb manufacturers’ higher 
prices. Although the question: of distrib- 
utor absorption’ is not within its prov~ 
ince, the committee said, “the position 
of the_wholesaler and retailer as. the . 


direct customer of the manufacturer is 
one which is properly a matter of con- 
cern to the shoe manufacturer.” 


The price action suggested by OPA 
includes the following points— 

1. All price ceilings in effect when 
the action is issued will be increased 
by 4% per cent, except prices set under 
Section 2B of the general maximum 
price regulation, after March 31, 1945. 


2. All “2B” prices established after 
March 31, 1945, will become invalid on 
a given date, probably a month after 
the action is issued. Manufacturers who 
wish to continue items priced in this 
way must apply to OPA for a price un- 
der the new model pricing rule. 

8. The new model pricing rule per- 
mits a manufacturer to use his highest 
March 1942 price for a similar model, 
increased by 4% per cent. This method 
is provided in Section 2A of G. M. P. R. 


Application Procedure 


If this section cannot be used, the 
manufacturer applies to OPA for a 
ceiling in line with the industry level of 
prices. His application must show his 
currrent direct costs for the new shoe, 
the ceiling price he requests for that 
shoe, his current direct costs for the 
most comparable shoe, if any, and the 
ceiling for that shoe. If his requested 
price is not changed or disapproved 
within 20 days after he has mailed his 
application, the manufacturer’s request- 
ed price automatically becomes his ceil- 
ing price. 

4. Shoes will be removed entirely 
from coverage by Sections 2B and 3B of 
G. M. P. R. when the new action is is- 
sued. However, as indicated in Rule 1 
above, all price ceilings previously set 
under these sections will remain in 
force, adjusted by the 4% per cent in- 
crease. The exception, of course, is the 
ceiling set under Section 2B after 
March 31, 1945. 


5. Any manufacturer producing 
shoes below the present civilian produc- 
tion administration cut-off prices may 
apply for a price that will return to 
him his own or half the industry’s 1936- 
89 profit in relation to net worth, 
whichever is higher. No increase may 
exceed the cut-off price, however. In 
addition, the increase will be pro-rated 
if only part of the applicant’s shoe out- 
put is below the cut-off prices. 

6. The_action will revoke the follow- 
ing provisions: Special wartime pric- 
ing methods for substitutes and special 
features, including the bacon rind pro- 
vision, substitute sole provision, shoes 
with new bows provision, and non- 
marking sole order. 


Manufacturers’ cost increases since 
the end of the war, OPA pointed out, 
are the result of style changes caused 
by revocation of the War Production 
Board’s_ style restrictions, creating 
higher labor and material costs; loss of 
military contracts, causing increases ip 
overhead; and reconversion from non. 
rationed to ration-type civilian shoe 
preduction, with consequent higher 
costs for leather, textiles, labor and 
other elements. 


New England Footlights 


[CONTINUED FROM PAGE 39] 


continued use of platforms and wedge 
heels and the new interest in colored 
soles, made mainly of plastics, which 
attractively blend or contrast with the 
uppers. 

Much emphasis was placed on low. 
heeled shoes at the showings, not only 
in the sport lines, but in the higher. 
styled shoes as well; and some manu- 
facturers are making the same high- 
styled patterns in graduated heels to 
reach every height-conscious consumer, 

Sling pumps, by far the most popular 
of the Spring styles, gained a newer, 
high-styled look at Boston by interest- 
ing interpretations of vamp trimmings, 
stitchings, cut-outs, perforations, and 
the use of the very newest type of 
bulky, or architectural ornament. In 
fact, most of the detailing and orna 
mentation, like design stitching, piping, 
and extension soles, banned during the 
war period, were reborn in dramatic 
patterns. The return of multicolor 
stitching, matching platform to orna- 
ment, gave to basic shells a new look, 
Spring-like and feminine in its hand- 
embroidered effect. 

The wide-open look gave glamour to 
sandal patterns. In band treatments, 
asymmetric lines, and barefoot low hed 
types, it is a Spring best seller. The 
revival of the T-strap is noteworthy, 
Formerly used for the more conserva- 
tive type of shoe, it has now blossomed 
out in high-styled patterns. The baby 
sandal, too, has invaded the women’s 
lines bringing with it the famous com- 
fort of the children’s shoes. 

Outstanding at the showings was the 
ballet theme which has reached the 
sports lines in welted types as well as 
the very high-styled evening wear cate 
gory. Velvets, failles, brocades, leath- 
ers; plaids and polka dots; sequin, em- 
broidery, and jewel designs; gold and 
silver mesh . . . every conceivable ma- 
terial and color has found expression 
in the ballet slipper. 

Fabrics are not lessened in impor- 
tance by New England manufacturers 
despite the consumer’s cry of back to 
leather. Casuals are made in bright 
and gay fabric color combinations with 
possibilities that are limitless, and now 
with the introduction at the Boston 
show of nylon for uppers, a whole new 


vista of fabric fashions is opened up. 
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Sales Appeal in 
Christmas Window 


[CONTINUED FROM PAGE 41] 


ing the window, a balance had to be 
struck; enough shoes had to be shown 
to appeal to all but not enough to vio- 
jate Mr. Olsher’s number one principle 
—that the fewer shoes shown, the 
higher the visibility of. each. 

Consequently, when one looks in the 
window, here are the shoes one sees in 
about the order named: 

Shoes of lizard and alligator on a 
table in the center; heavy brogue pat- 
terns on the left; suedes and casuals in 
the rear on the right; and plainer 
types, with more appeal to the conserv- 
ative man, in the front-right of the dis- 
play, close to the entrance. Thus, in 
four major groups and with few shoes 
in each, Mr, Olsher managed to make a 
direct appeal to everyone whom he 
knew would be likely to buy Lefcourt 
shoes and to many whom he hoped to 
attract. 

Accessories in the window comprised 

different types of colorful plastic 
; horns and containers of polish 
scattered here and there. These were 
so placed as to lead the eye from one 
group to another. 

The seasonal atmosphere, conven- 
tional enoungh, but none the less ex- 
tremely effective, was achieved by the 
use of a Christmas tree and a baeli- 
“} ground drape of red plush on which the 
firm’s signature had been worked out 
in graceful script lettering, the charac- 
ters of which look as though they were 
tiny ice crystals, sprinkled on the sur- 
face of the rich fabric. 

And there, according to Mr. Olsher’s 
theory, you have an inexpensive trim 
designed to do an unusual selling job— 
a window catching the spirit of the sea- 
gon, yet by no means detracting from 
its main function of attracting custom- 
ers into the store. 


Washington Newsreel 


[CONTINUED FROM PAGE 50] 


pointed out, when introducing H.R. 
4200. “Documentary evidence in this 
tase, taken from the files of this com- 
pany, clearly shows that the present 
provisions of the Internal Revenue 
Code enable a chain corporation to con- 
duct stores at a loss in order to injure 
and destroy competition. These exhibits 
thow that as many as 4,374 stores have 
been operated for a year at a loss, in 
og to wage price wars on competi- 

“Other chain corporations in other 
lines of distribution use the same 
Weapon to destroy or make ineffective 
tompetition by single store operators.” 

The amendment to the Robinson- 
Patman Act, Mr. Patman said, “is no 
less important if we are to safeguard 
mall business and provide an oppor- 
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Clouds - Angels - Slippers - Christmas | 


Boston, Mass.—Jordan Marsh Company, Boston, suggested “Gift Slippers” la 
this Christmas window of last year. The floating angels were of plaster and were 
suspended from the ceiling upon simulated clouds. 





tunity for them to compete without 
being discriminated against.” He added 
that while this law prevents discrimi- 
nation, there is no protection from 
ultra-secret prices and discounts to 
preferred buyers, 

“All my amendment is intended to do 
is to eliminate these secret deals,” he 
said, “and strengthen the Robinson- 
Patman Act. It makes it obligatory 
on the part of all sellers in commerce 
to make known to all customers their 
prices and discounts ‘under the same 
conditions’ and make ‘available to all 
other customers according to customary 
trade practices.’ ” 

Rep. Patman takes the position that 
prices and discounts should be made 
public by any manufacturer to all who 
buy his products. The law now per- 
mits price differentials on quantity 
purchases, “which make only due al- 
lowance for differences in the cost of 
manufacture, sale, or delivery resulting 
from the differing methods or quanti- 
ties in which such commodities are to 
such purchasers sold or delivered.” 

The amendment which he has of- 
fered, Mr. Patman pointed out, is in- 
tended to outlaw very close-mouthed 
and secret transactions to a very few 
buyers, which act to the detriment of 
the great majority of wholesalers and 
retailers handling the same commodi- 
ties. 


OPA Criticized at 
Chicago Meeting 
Cuicago.—Before the November 14th 
meeting of the Greater Chicago Shoe 
Retailers Association, at the Morrison 
Hotel, Fred O. Goerlitz, managing di- 
rector of the Chicago Retail Merchants 
Association, sounded a warning to all 
retailers to be on their guard lest they 
allow government bureaucracy to de- 
velop a long-term program leading to a 


planned economy. He pointed out that 
controls on business and industry had 
been accepted in good faith as strictly 
wartime necessities. However, it was 
everyone’s expectation that with the 
termination of the war, these controls 
would soon be discontinued. It is true 
some government agencies have been 
discontinued, but OPA with its fixations 
on price planning continues, 

Mr. Goerlitz stated that the OPA 
plan entails four major points: (1) full 
employment; (2) lower taxes; (3) 
maintenance of wartime wages; (4) 
continuance of price control. He said 
these are splendid theories but they will 
not work in practice. 

OPA, said the speaker, is at present 
emphasizing the philosophy of “cost ab- 
sorption.” A manufacturer may use his 
base price of 1942 but is allowed the 
margin of his increased cost. But the 
wholesaler and the retailer must “ab- 
sorb” this increase. Cost absorption is 
based on a fallacy, he said, because the 
permitted 1936-1939 profits are figured 
without taxes, while the 1945 profits 
are withtaxes The future of a business 
cannot be judged by the immediate 
past, since the past four years com- 
prised most unusual times. The shoe 
merchant took but few markdowns, he 
gave very limited customer service in 
the way of deliveries, fancy wrappings, 
exchanges, etc. It is inevitable that in 
the coming year a merchant will ex- 
perience perceptibly higher expenses. 
Hence the profit picture can change 
overnight. 

The pre-ticketing of ceiling prices is 
another phase of OPA activities with 
which the speaker disagreed. Since 
these prices are figured on the basis of 
a general, average mark-on throughout 
the industry, there are sure to be many 
instances where that mark-on is insuffi- 
cient for sound business procedure in a 
given locality or certain type of store. 
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AN ELASTIC YARN MANUFACTURED EXCLUSIVELY BY Serving 
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THE MIRACLE YARN THAT MAKES THINGS FIT 
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Tues Five PLants, two of them new since _ again ““Lastex”’ emphasizes its leadership in 


the war, are today equipped to produce dur- _ the elastic yarn industry. These increased 


ing 1946 the greatest volume in “Lastex”’ _and decentralized manufacturing facilities 


history. The five plants are located at stra- | mean steadily mounting deliveries of yarn 


tegic points to give better service to the — to fabric makers—of fabrics to garment 


industrial areas involved. And so once makers—of finished garments to stores. 


For models, samples and prices on those types of shoe materials made with “Lastex” yarn which are now available, 
apply to ALFRED VAMOS, 406 Marbridge Building, New York City. Alfred Vamos is the inventor and patentee* of 
Vamos stretchable shoes, and the selected consultant for shoe manufacturers using materials made with “ Lastex”’ yarn. 

*Patents assigned to United States Rubber Company 


UNITED STATES RUBBER COMPANY 


1230 AVENUE OF THE AMERICAS + ROCKEFELLER CENTER + NEW YORK 20, N.Y. 
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*FOOT-KIND; 
KIND TO LITTLE FEET a4 


These cleverly styled shoes appeal to children— 






their fine shoemaking appeals to mothers. 






Their salability—of course—appeals to merchants. 






Write today for details. 


SIZES 
4'2/8—8'A/11'%2 —12/3 








Many Attractive 
Styles In Stock 
for Immediate 







FOOT-KIND SHOE CO. 


Sales Office: 320 N. 4th, St. Louis 2, Mo. « Factory: Owensville, Mo 












Manufacturing and Markets 


[CONTINUED FROM PAGE 58] 





expected to reach an early solution, New York manufactur. 
ers are producing shoes steadily and consistently, filling 
orders placed during the last few weeks and earlier, singg 
deliveries are often many weeks behind, and are maim 
taining their standards of workmanship and of style pres 
tige. 













St. Louis 


SHOE production in the seven-state Eighth Federal Re 
serve District, which includes St. Louis, was 7,063,318 ig 
August, a 4 per cent increase over the 6,814,717 pain 
manufactured the preceding month and 8 per cent leg 
than the 7,661,629 pairs in August of 1944. 

Production for the first eight months of this year was 
57,742,883 pairs as against 55,995,478 for the correspond 
ing period in 1944, according to a St. Louis Federal Re 
serve Bank report dated November 14. 

Substantial increases were reported in department store 
shoe sales for July in the St. Louis metropolitan area, as 
follows: Women’s footwear, 20 per cent; children’s, 18 per 
cent; men’s and boys’, 30 per cent. The same stores ip 
July reported stocks of women’s shoes down 10 per cent, 
children’s shoes up 40 per cent and men’s and boys’ foot 
wear down 8 per cent. 
































Plan for a Profitable Tomorrow 


PRACTICALLY every businessman has his eye on the 
future. Often he says to himself, “Tomorrow it will bea 
different story. Trade will be better, profits will be larger, 
problems will be solved more easily. I'll really get started 
tomorrow.” 

Every shoe store owner knows that it is this hope for th® 
future which brings out the best there is in many a bus: 
nessman. On the other hand, it is wise to realize that hop 
alone will not bring about better business conditions. A 
sound plan is needed. 

For all practical purposes, “Tomorrow is Today.” What 
we do today determines what kind of a business we shall 
have tomorrow. The shoe dealer who keeps this viewpoint 
in mind will find that it will help him considerably with his 
work. 

He will know, for instance, that the total amount of busi 
ness done in one day does not represent the entire gain for 
that day. There are other gains, but he may not be abk 
to collect them for some time. These are the long-range 
gains which come from instituting good merchandising and 
operational policies and carrying them out each day. 

How can a shoe dealer make certain he is working hard 
for a good tomorrow today? 

1. List the objectives that you wish to attain. Keep this 
list where you can find it quickly. It will help you to kee 
sight of your objectives which should be as specific as pot 
sible. 

2. Draw up a monthly or yearly plan for your busines 
The principal point to remember in making a plan is 
work for a limited number of goals. Work out a plan fo 
advertising, cost reduction, expansion, etc., that you cal or wir 
accomplish within a reasonable length of time. Then 2 
sure to follow that plan. Within a year you will be amaze 
at what you can accomplish. 

3. Plan for your employes to make them more efficient 
Lay out certain goals for them to accomplish instead of tt 
lying on them to do their jobs to the best of their ability. 
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and children’s styles in 


Net 10 days E.O.M. 
F.O.B. Westfield, N. J. 
Packed 36 pairs to case. 


No. 1. (9517) Kid Opera— 
Padded sole. Blue and 
Brown. Sizes 7-3. 

$1.70 


bod 


No. 2. (217) Children’s 
Capeskin Hi-Lo, White 
Capeskin Sole and Up- 
per, Shearling Collar and 
Innersole. White with 
Pink Collar, White with 
Blue Collar. Sizes 3-8. 
$1.37% 


759 CENTRAL AVENUE 


No. 3. (9511) Kid Gore Ev- 
erett—leather impreg- 


nated sole. Red, Blue, 
Brown. Sizes 6-3 
$1.75 


* 


No. 4. (9510) Kid Zipper 
Boot—Padded Sole. Blue 
and Brown. Sizes 5-2. 
$1.75 
* 


No. 5. (9525) Children’s 
Leather Soled Everett — 
Stitchdown Construction. 
Red with Blue Trim. Blue 
with Red Trim. Sizes 6-3. 


$1.50 


No. 6. (9520) Kid Faust— 
Padded Sole. Red, Blue, 


Brown. Sizes 5-1. 
$1.70 


No.7.(103) Women’s Arch 
Type Slipper — Leather 
Soled. Black and Blue Kid. 
Full Leather Lined. Sizes 
4-9. Widths: AA, A, C, E, 


EE. 


$3.65 
* 


No. 8.(1225) Women's Fur 
Trimmed Indian Mocca- 
sins—Padded Soles. Black, 
Brown, Wine, Green, Blue. 


Sizes 4-8. 
$2.00 


* 
No. 9. (6300) Women's 
Jacquard Mule — Leather 
Soled. Rabbit Fur Trim. 
Wine, Royal Blue and 
Light Blue. Sizes 4-9. 


$1.87%2 


QUALITY SLIPPERS - _ LEATHER SOLES « IMMEDIATE DELIVERY 


No. 10. (6020) Women's 
Electrified Shearling — 
Leather Soled with Wedge 
Heel. Red, Blue and Wine. 
Sizes 4-9. 

$2.60 


* 


No. 11. (4005) Men's Kid 
Opera, PaddedSole. Brown 
Only. Sizes 7-11. 

$2.17% 


(2005) Same in Boys’. 
Brown Only. Sizes 2-6. 


$2.07¥2 
* 


RUSH YOUR 
ORDER TODAY 


MILLER & COMPANY 


WESTFIELD, NEW JERSEY 
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SPIRAL THE PEDIGREED ARCH | 


SCHUR-FIT SPIRAL ARC! ARCHES make friends of your 
customers. 










SCHUR-FIT SPIRAL ARCHES are scien. 

tifically constructed to give comfort 

to the overweight person as well as 

\ to those who have to stand for long 
» periods of time. 


SCHUR-FIT SPIRAL ARCHES 
are old timers but always 
make new friends. SPIRAL 

. Non-rigid Support with 
the ‘Spring that “gives” for 
perfect comfort and posture, 








it is new... the 
all leather shoe horn 
that just glides the 
foot into the shoo. 
FREE sample for the 


asking! 
Write for Catalogue and Price List 


SCHUR-FIT Manufacturing Company Inc. 
37 West 20th Street 








Park Sons, Inc., in New Home 


Rocuester, N. Y.—There could be no more convincing 
evidence of public approval of Park Sons, Inc., shoe setail- 
ers, here, than the fact that the store moved recently to a 
new home at 366-368 Main St. East, which is nearly three 
times larger than its outgrown quarters in East Avenue. 

Ernest R. Park, former president of the New York State 
Shoe Retailers’ Association, and his brother, Charles N, 
Park, are members of the firm, which began business on 
March 17, 1925, and has had a steady growth through suc. 
ceeding years. They learned shoe fitting and retailing un- 
der the wise tutelage of their father, Ernest R. Park of 
Syracuse, one of the best known shoe men in the state, a 
leader who has pioneered the way in the kind of shoe mer- 
chandising that makes for permanence. 

The new store, close to the heart of the city’s best retail 
section, has been furnished and decorated. Its 36 feet of 
display windows, which extend on either side of the center 
entrance, offer an enticing display of footwear for crowds 
of shoppers. 

Above the entrance, the name of Park Sons, Inc., is in 
large white lettering. The front of the store is finished in 
black structural glass. 

There is an atmosphere of spaciousness in the fitting and 
salesroom, in which the men’s shoe department is at the 
right and the women’s at the left. Three shades of blue 
were used in decorating the walls, near the top of which 
two golden bands extend around the room. Ceilings ol 
eggshell harmonize admirably. 

Two shadow boxes containing sample footwear are @ 
each side of the front entrance; two others are at the reat, 
at each side of the cashier’s window in the center of the 
tear partition. The carpets are blue, seats and settees are 
walnut with leather seats. 

Four clusters of fluorescent light bars suspended from 
the ceiling illuminate the store with soft, white light. 

“Our work here is the scientific fitting of orthopedic 
footwear,” said Ernest R. Park, “and our policy is to bring 
complete satisfaction to our customers; to provide the ser 
vice and foot comfort which they sought in coming to & 
for their shoes. 

“When more styles are available we will be able to pre 
vide dress shoes with orthopedic features, and scientifically 
fitted, as well as the more conservative styles on whid 
cur business was built. 

“In this large store, also, we shall increase the children’ 
department as soon as shoes are available, with a variety 
of orthopedic shoes for girls, in addition to shoes for be 
so that we will be able to furnish orthopedic shoes for 
whole family in a complete variety of styles.” 
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Style No. 1728 
Men’s & Boys’ 
Full Sizes 5-12 



















* Finely Woven Khaki Duck Uppers 
® Drill Lined Throughout 

© Oak Leather Soles 

* Rubber Heels 

® Simulated Leather Trim & Binding 
© Extra Flexible Prewelt Construction 





Suitable for INDOOR and OUTDOOR 


wear. 





IMMEDIATE DELIVERY 





Doubledeck Arrangement 
In Men’s Department 
[CONTINUED FROM PAGE 46] 


tances for stock when you’re busy. 
“There are two things men like when 
buying shoes,” Mr. Johnson adds, “That 
is open stock and a degree of privacy 
in trying on shoes. Our department 
offers both. I usually seat my custom- 
ers in the row of chairs in the corner 
back of the stairs where they are not 
visible from the floor. The unique ar- 
rangement of our department prac- 
tically serves as a display window for 
us. The towering stock cases, filling 
both sides of the corner by the stairs 
which leads to our second floor, are a 
constant reminder to customers of our 
clothing department that we carry 
men’s shoes. They are visible from our 
first floor furnishings departments the 
moment customers enter’ the store.” 
The Doran shoe department, estab- 
lished seven years ago, was a success 
right from the start. Even the first 
year’s volume was in keeping with the 
store’s total volume. Two well known 
lines of men’s shoes are featured. At 
the present time, the $10 and $14 price 
lines are most popular, although the 
store carries shoes from $6.95. Careful 
records are kept in a card file of all 





customers who have bought shoes. Not 
infrequently women whose husbands 
are busy in war industries shop for 
them, and as the cards show the size 
and styles they wear, it is possible to 
pick out shoes they will like without 
their having to come in person to be 
fitted. 





Thomas H. Logan 


LYNN, Mass.—Thomas H. Logan, 
who was a member of the firm of Wal- 
ton & Logan, Lynn shoe manufacturers, 
until his retirement, died recently at 
Lynn Hospital. He was 77 years of age. 

Mr. Logan was one of the early pa- 
trons of golf in the United States. He 
was known among the top-flight play- 
ers and traveled extensively, following 
national and international matches. 
His company developed a golf shoe 
some years ago based upon his sug- 
gestions of golfers’ needs. 

He is survived by his widow, Mrs. 
Edith Manning Logan; a son, Capt. 
Thomas H. Logan, Jr., U. S. Army; two 
daughters, Mrs. John J. Sullivan and 
Mrs. John Trickey, Jr., and one sister. 





Du Pont Executive Retires 


WILMINGTON, DEL.—E. I. du Pont de 
Nemours & Company have announced 


the retirement of Leonard A. Yerkes, 
general manager of the Rayon Depart- 
ment, who directed the development of 
the company’s synthetic fibers business 
from its inception in 1920. It was also 
made known that the company’s plant 
at Buffalo, N. Y., pioneer unit in a 
series of Rayon Department plants in 
seven cities, has been named the Yerkes 
Plant in his honor. 

Named president of the Du Pont 
Fibersilk Company on April 16, 1920, 
and successively heading the Du Pont 
Cellophane Company and the Du Pont 
Rayon Company, forerunners of the 
Rayon Department, Mr. Yerkes has the 
longest record as a department head in 
the Du Pont Company. A native of St. 
Davids, Pa., he celebrated his sixty- 
fifth birthday on Sept. 11. 





Office Hours Lengthened 


Boston, Mass.—Kivie Kaplan, gen- 
eral manager of the Colonial Tanning 
Co., Inc. reports that in order to serve 
their customers better in this country 
and abroad, they are resuming their 
prewar schedule of five and one-half 
days a week at their sales department, 
executive offices and shipping depart- 
ment at 207-209 South Street. 









Style FC-40: Top quality strap leather top, cellular rubber body, 
bottom 


brown suede 


VOSBURG FOOT APPLIANCE CO. 


$18.00 doz. pairs 


WE ALSO MANUFACTURE AND STOCK 
A COMPLETE LINE OF 


Sponge Rubber Metatarsal Pads 
Instep Cookies 

Molded Leather Shells 

Felt and Sponge Rubber Heel Pads 
Shoe Polishing Brushes 


Write today for a run of sizes end for our 


catalogue R-15 


1616 LAVACA ST. 


AUSTIN TEXAS 














: she ™"™e behind the name is - -* 


THAT MAKES THE 
BETTER SHOES 


COMPO SHOE MACHINERY CORPORATION 
4 - ‘ Boston, Massachusetts 











SHOE BY 
American Girl 





















New Shoe Department 
In Prime Location 

[CONTINUED FROM PAGE 48] 
evitable eye-catcher. 


The department is about 30 by 40 
feet, and is given an appearance of 
greater spaciousness by full mirrors, 
paneled in light brown wood moldings 
which run solid along the left-wall to 
the ceiling height of about 14 feet. 
Panels are about. 4 feet wide and 6 
feet high in the lowest level, with less 


height in the two upper tiers. 


70 


Remainder of the department is fin- 
ished in natural finish medium brown 
woodwork, with the right rear corner 
constructed in a curve. Above this is 
a long shadow-box, running around the 
full rear and right wall, with white 
background and medium blue ceiling 
accented by deep red, facing toward 
the store. Cut-out letters of the major 
brands carried are emphasized in front 
of this shadow-box. : 

There are three shadow-boxes for 
display purposes in the rear and right 
walls, together with a four-shelf 
shadow-box at the center of the rear 





wall, behind the accessory display case, 


which is also illuminated and serves Y 
as a service desk. This large rear wall 
display is used for handbags. Fi 


A large mirror extends to the floor 
under one shadow-box, while there are 
two semi-cubicles recessed into the wall, 


with triple mirrors, full-length, for pa- tul 
trons’ use. dre 

The ceiling is finished in near-white, tw 
Unusual is a recess about ten feet wide, We 
two to three feet deep, used for indi- six 
rect lighting, at one side, while the wit 
remainder of the department is effec- dre 
tively lighted in contrast by four flat spe 
glazed-glass fixtures, each accented by Av 
three metal-bound panels. ove 

Carpeting of the store is deep rose. We 
This tone is carried out in the furni- tim 
ture, which consists chiefly of several d 
pairs of armless deeply-upholstered of 4 
chairs in tea rose and seafoam green, whi 
in contracting pairs, with a table be- oale 
tween them, arranged at tasteful in- rae 
tervals around the room. Other tables, in 5 
generally matching the medium brown fect 
woodwork, are useful for display pur- pen 
poses, or add a decorative touch to the sise: 
store. Several upholstered armchairs en 


are placed around the walls, finished nad 
in striped upholstery. Fitting stools 


are upholstered in rose and green to the : 
match the chairs. 
Concealed stock is used throughout, in th 
with access to the stock and record oa 
department through a draped doorway - 
in the right wall. ra 


Window displays are rarely used for 
shoes alone, except for special events. 
Emphasis is placed instead on build- 
ing the shoe displays into their proper 
use with regular costume displays. 
Stress is laid on the ensemble idea 
rather than on shoes alone, 

Plans for expansion are already be- 
ing made. The store has completed 
negotiations for the acquisition of the 
two adjoining store spaces, and will . 
approximately double the size of the 
shoe department, probably within the 
next year. 


—, 


New Offices for 
General Shoe 


NASHVILLE, TENN.—General Shoe 
Corporation has just obtained a long- 
term lease on the Medical Arts Build- 
ing on Seventh Avenue, North, as quar- 
ters for its administrative employees 
and executives. The announcement was 
made this week ‘by President W. M. 
Jarman. 

The 12-story buildin$}containing 50,- 
000 square feet of space} will be entire- 
ly taken over by General: Shoe, which 
for many yéars has been quartered in 
the building also occupied by the Nash- 
ville plant of the Tennessee (men’s- 
Jarman’s) division of the company. 

It is not contemplated that the leases 
of the present tenants will be renewed, 
and the company will occupy the space 
as existing leases expire. Mr. Jarman 
said that the present office space is 
needed for expanded manufacturing 
operations. 
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Youth Likes to Shop 
For Shoes in Style 


[CONTINUED FROM PAGE 45] 


Mr. Abramson, owner of both ven- 
tures, has been connected with the chil- 
dren’s shoe business all his life. For 
twenty years he was associated with 
Wearwell Shoe Company. For the past 
six years, in addition to his connection 
with Wearwell, he operated the chil- 
dren’s shoe department in a children’s 
specialty store directly across Flatbush 
Avenue from the new store. A little 
over & year ago, he resigned from 
Wearwell in order to devote his full 
time to the retail business. 

Mr. Abramson had always dreamed 
of a modern shoe store for children, one 
which combined convenience for the 
salespeople with service to the cus- 
tomer. He keeps a close watch on sizes 
in stock to assure his customers of per- 
fect fitting. During the war period, 
when deliveries of shoes were slow and 
sizes were not always available in 
wanted styles, special orders were taken 
and filled as soon as the shoes came into 


the store. A perpetual inventory system | 
according to price lines keeps a con- | 


stant check on merchandise conditions 
in the store. A card file is kept of each 
young customer who is fitted, and no- 
tices are mailed to customers at three- 
month intervals, reminding them that 











You want to sell more than a pair of 
shoes . . . you want to sell customers 


in! Play ~-Poise Shoes with Magic 
i¢ Fit are built to help you sell 
healthy 


happy*feet. 
The Virginia, Suse Compas, Ine. 
FREDERICKSBURG, : 

AVAILABLE IN CHRTAIN crTiBs ©! 
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| SHOE BY 


| Kleven Shoe Company 
| 





it is time to bring their children in for 
check-up on fitting. Souvenirs are given 
to each small customer, and the resul- 
tant good will has made this practice 
more than worth while, Mr. Abramson 
has found. 

The same system operating in the 
shoe store and in the department at 
Rock-A-Bye has earned for Mr. Abram- 
son the reputation of fair dealing, care- 
fyi fitting and conscientious service. A 
large following from his previous re- 
tailing connectjon accompanied him to 
his two new locations. His policy of 








good shoes, carrectly fitted in attractive 


surroundings has kept his clientele sat- 
isfied with the merchandise and the 
service he renders them. 


Adopts Slogan for Sale 


HAMMOND, IND.—“Seven Years of 
Service” is the business slogan being 
used by Lynn Bros., Inc., 58309 Hohman 
Ave. for their seventh anniversary fes- 
tival. Women’s shoes at $4.85 were fea- 
tured on the opening day.of the special 
event. , . 
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BE BE BOND CEMENTS for Folding— 
“built” to run in the UWPC Cementing Machine 
Model C. Each number lays an even ribbon of 
cement on the folding margins of uppers. 


#7780 — Strongest bond and longest tack 
period of any Folding cement we have yet 
developed — dries fast — folds nicely as soon as 
film is dry. 


#7783 — Adequate bond for use under 
average shoe factory conditions—fast drying 
tima— overnight tack——good rub off. 
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A STRIDE FORWARD in the develop- 
ment of synthetic cements of the Latex type 
measured in terms of: — 


‘STRONGER BOND 
LONGER TACK PERIOD 
FASTER RATE OF DRY 


The performance of BE BE BOND CEMENTS 
is maintained through constant laboratory 
control. 
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SLIPPERS for CHRISTMAS 





#5020—Electrified 
Shearling Bunnies. 

Chrome Leather Sole, 
neatly bound. Colors: 
Red and Blue. Sizes: 
6/2. 36 or 18 pair to 


case. 





#413—Women's Bro- 
caded High Riding 
Vamp. 

Gore Back. Leather 
Soles. California Proc- 
ess. Colors: Royal, Lt. 
Blue, Red and Pink. 
Sizes: 4/9. 36 or 18 
pair to case. 


IMMEDIATE DELIVERY 





#800 — Leather Sole 
Bengaline Dorsay. 

Colors: Royal Blue, Lt. 
Blue, Pink, Wine. Sizes: 
4/9. 36 pair to case. 


#3173 — Hard Sole 
Corduroy Dorsay with 
Plush Collar. 


Colors: Red and Royal 
Blue. Sizes: 4/9. 36 or 
18 pair to case. 





_ 5 


#200 — Men's Leisure 
Slippers. 


Leather Soles. Simu- 
lated Alligator Brown— 
California Process Plat- 
form. Sizes: 6/11. 36 
or 18 pair to case. 





IRVING LAMET SHOE CO, 


329 W. MONROE ST., CHICAGO 6, ILL. 











Editorial Outlook 


[ CONTINUED FROM PAGE 35] 


be taught to appreciate the part shoes should play in 
promoting comfort, health, efficiency and the well- 
dressed appearance that will help to open doors of 
opportunity, particularly to the millions of young men 
standing on the threshold of careers they hope will 


. prove successful. 


Shoe men don’t have to be afraid of what other in- 
dustries may do or say in the period that lies immedi- 
ately ahead. They have a story to tell that can be as 
interesting, as fascinating, as dramatic and colorful as 
that of any trade or industry. Competition, fair, open, 
above-board and within reasonable limits isn’t a bad 
thing for any business. On the contrary it is a factor 
that is essential to the proper functioning of a free 
enterprise system. 

But the kind of intensive competition that we see 
ahead for the shoe business does present a challenge to 
the individual manufacturer or retailer, the challenge 


to efficient operation in the productive processes, in 
merchandising and in promotion, It presents a definite 
challenge to the shoe industry to promote its products 
mofe aggressively, to the end that shoes may claim a 
larger share of the consumer’s dollar. If we are to 
have “new enterprisers” in shoes, then we shall need 
more shoe business to reward their enterprise. Out- 
moded methods, whether they happen to be an out- 
growth of wartime conditions or merely the result of 
a natural inclination to follow the line of least resistance, 
must give way to better planning and more efficient 
operation. Shoes that offer the appeal of style plus 
dependable quality, service that assures correct fitting, 
advertising and promotion that tells your customers the 
things they want and need to know about your -mer- 
in any 


chandise, your store, your service, are “musts” 


program for the busy months ahead. 






















PRIMA CoO., Columbus 15, Ohio 


deluxe THEO TAP TIES 


“Tops in taps—Prima professional all- 
leather deluxe Theo Tap Ties . . . $2.90; 
student economy grade . . . $2.40. Crystal 
Tone taps included with each pair. Misses’ 
sizes 12 to 3, women’s sizes 314 to 9, narrow 
and medium widths. Available in black 


| patent or white kidskin.” 





December |, 





1945 
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DEPENDABLE ! 


NATIONAL 
ADVERTISING 


FOR many years, as you may well know, we've 
been consistent users of space in the leading 


magazines of America. 


Right through the war years and even when the 
Government was receiving over half of our output, 
we maintained our national advertising and kept 
the name TAYLOR-MADE before the public. 


We are poised for aggressive merchandising and 
it is a pl eto for the coming Spring 
Season that our advertisements will appear in the 
@ SATURDAY EVENING POST 
@ ESQUIRE 
@ TIME 





E. E. TAYLOR CORP. 
MANUFACTURERS 


BOSTON 

































WHEN YOU SELL 
THE RETURNING 
SOLDIER YOU 
HAVE TO SELL 
HIS WIFE AND 
SOMETIMES EVEN 
HIS MOTHER.-IN- 
LAW. BUT YOU 
MAY BE WINNING 
A FUTURE CUS. 
TOMER. 








“ OU THINK THESE BLUE 
Do ves WILL GOWSLL,, 
wWrrn “Y NEW BLUE TIE f 














Review of the Retail Trade 
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well. Red and blue ballets are also popular. Cloth shoes 
do not sell well here. For Christmas, shearling slippers, 
rayon satin mules and electrified shearlings are the im- 
portant items and are being promoted through newspaper 
and direct mail advertising. 
In the men’s department at Hahne’s slippers are like- 
| wise featured. People who buy slippers, are interested 
primarily in quality. Younger men go for muk-luks and 
a brown slipper which is a development from an old fash- 
| jioned bootee. Older men stick to one type of shoe and 
insist on the same year after year. Except for returning 
GI’s most men prefer straight-tip shoes with medium and 
narrow toes for dress wear. 


In some stores, play shoes are selling well. A _ loafer- 
type in brown is, however, the biggest item at present. In 
one popular priced store, play shoes have slowed up and 
Shank’s Mares are doing only fairly well. There is still 
a demand for nailhead platforms. 

At Bamberger’s, in the women’s department, black 
ballets are still playing an important role, which will con- 
tinue through the Spring. There is also a strong demand 
for play shoes with platforms. There will be new styling 
in sandals. 

In the children’s department at Bamberger’s a hand- 
sewn Norwegian moccasin with a soft counter is the biggest 
selling item and will continue to be so for two years to 
come in the opinion of the buyer. Shank’s Mares are ex- 
pected to be second. 
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Shoe News a 


RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 





Orders Still Placed Far in Advance 





Merchants Throng Shows in Indianapolis and Des Moines Looking 
for Shoes of Ail Types—Men’s Casuals and Sport Shoes - 
Expected to Be Big Sellers Next Spring 


New YorK—BootT aND SHOE RE- 
CORDER correspondents, reporting on two 
regional showings of shoes—in Indian- 
apolis and Des Moines—make it abun- 
dantly clear that shoe shortages are not 
confined to any one part of the country 
in case there ever really was any doubt 
of that; that merchants, in their eager- 
ness to acquire merchandise, will buy 
practically anything offered; and that 
orders are still being placed far in ad- 
vance, sometimes for delivery on dates 
as remote as next Summer. Both 
shows attracted large numbers of buy- 
ers. Both were participated in by more 
exhibitors than in pre-war years. 





More Exhibitors at Des Moines 


Des Moines, Ia.—The most successful 
shoe show in the history of the Iowa 
National Shoe Travelers association at- 
tracted a record 125 lines on Nov. 11-13 
at the Hotel Fort Des Moines here. Be- 
fore the war the show usually consisted 
of 75 to 100 lines. Harold S. Marple, 
association secretary-treasurer, said up- 
wards of 400 retailers attended. Buy- 
ers gobbled up everything in sight. 

“There wasn’t anything made that 
wasn’t sold,” he said. “That was true 
for everything from babies’ soft ,soles 
on up to cowboy boots and including 
rubber footwear.” 

Buyers mostly: were from Iowa but a 
generous representation was on hand 
from Nebraska, South Dakota, Min- 
nesota and Missouri. The trade from 
Missouri was mostly new in this mar- 
ket. 

Most of the bookings were made for 
delivery from Jan. 1 on. Business was 
booked through April and in rare cases 
as far ahead as June. Sport shoes and 
spectators made their appearance for 
the first time in four years. 

Retailers were anxious to dip into the 
sport shoe line but most of them were 
unable to do so because they had to de- 
vote their quotas to “bread ang butter” 
shoes, footwear they can sell 12 months 
of the year. 
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Retailer stocks are desperately low 
here as elsewhere. One Iowa retailer 
said he was down to a single pair of 
shoes in one of his favorite lines and 
that was in his store window. 

Everybody here is looking forward to 
a record Summer next year in men’s 
casuals, both for comfort and for style 
in conformance with the trend toward 
slacks. 

The displays included fancily-em- 
bossed cowboy boots for the Iowa farm- 
er (salesmen say they sell like hot- 
cakes), smartly styled thong sandals, 
lots of brown-and-white combinations, 
multi-color huaraches for the whole 
family, gay flat sandals with a laced 
vamp and wide T-strap and Algiers 
slippers with the narrow back strap 
laced in front. 

Also on display were grown-up “Sun- 
day shoes” for little girls—wedgie san- 
dals with platform soles and nailhead 
trim. 

For men there were plenty of sam- 
ples of brown and white numbers for 
the warm months. 

The association set May 12-13-14 as 
the time for another show for Fall 
selling. The November show will be 
held on the tenth, eleventh and twelfth 
of the month. A third show tentatively 
has been scheduled for February of 
next year. At a dinner meeting Nov. 
10, the association elected these of- 
ficers: 

Carl P. Ortlund, Des Moines, presi- 
dent; Ralph N. Dow, Des Moines, first 
vice-president; Bernie Boyle, Red Oak, 
second vice-president; Harold S. Mar- 
ple, secretary-treasurer. All are new 
except Marple, who was re-elected. 





Indiana Show Successful 


INDIANAPOLIS, IND.—The twenty-third 
annual Indiana shoe buyers’ fair, spon- 
sored by the Indiana Shoe Travelers 
Association, is reported as one of the 
best on record. Its attendance outnum- 
bered previous events and 125 lines 

[TURN TO PAGE 94, PLEASE] 


30,000 Share in 
Wage Increase 


Sr. Louis.—Effective Dec. 1, the In- 
ternational Shoe Co. will grant wage 
raises averaging from 10 to 12% per 
cent to approximately 30,000 employes, 
Byron Gray, president, has announced. 
He estimated the cost at more than 
$5,000,000 a year. 

Increases are general in plants in 
about 50 cities and eight states, apply- 
ing to all hourly wage and salaried 
employes, with a few exceptions where 
edjustments had been made recently, 
Mr. Gray said. 

The company has been negotiating 
with representatives of its employes 
for some time and notified workers late 
in October that an adjustment in pay 
schedules was under consideration. 

“Many of the company’s plants have 
no union organization, some are repre- 
sented by independent unions, some by 
AFL affiliates and some by CIO,” Mr. 
Gray said. “The same general plan 
applies to all, but applications of the 
plan necessarily vary. The present 
increase, together with the several 
other general increases made since 
Jan. 1, 1941, has raised the company’s 
basic wage and salary cost more than 
$15,000,000 a year since that time. 

He added that since prices are still 
frozen at March, 1942, levels, an in- 
crease “is now imperative in view of 
increased cost of payroll and mate- 
rials.” 





General Shoe Corp. 
Announces Increase 


NASHVILLE, TENN. — General Shoe 
Corporation, with headquarters at 
Nashville, Tenn., and with manufactur- 
ing plants in Tennessee, Kentucky, 
Georgia and Alabama, has announced 
wage increases for employees in these 
plants amounting to approximately 
$1,700,000 per year, according to W. M. 
Jarman, president of General Shoe. 
The increase becomes effective Dec. 1. 





New Firm Incorporated 


Wooster, 0.—J. R. Edwards Shoes, 
Inc., has been incorporated here by the 
Ohio Secretary of State’s office, with 
$250,000 authorized capital, principals 
being J. R. Edwards. William Schloer, 
and Adrian W. Miller. 
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ASCO SKI BOOTS 


Limited Allotment of Authentic Ski Models 








Felt Top Facing. 


Smooth Waxed Brown Split Leather Uppers. 
Leather Tip. Grooved Regulation Ski Heels. 9 Iron 
Full Leather Midsole. 


Retan 


16 Iron Rubber Outsole. Green 


IN STOCK — IMMEDIATE DELIVERY 


STYLE No. 232—tLadies', leather sole ski boots, sizes 3-9... 
STYLE No. 237——-Men's, leather sole ski boots, sizes 6-12.......$4.50 


PLEASE ENCLOSE RATION CURRENCY 


THE ARNOFF SHOE CO., [OJ] DUANE ST., 


+ +$4.25 


Me vo -C, 








New Allied Kid Co. Officers Named 


Directors Elect Benjamin Simons President of Company and Elevate 
Solomon Agoos to Chairmanship of Board 





SOLOMON AGOOS 


Boston, MaAss.—Directors of the Al- 
lied Kid Company recently announced 
the resignation from the presidency of 
Solomon Agoos, his elevation to the 
chairmanship of the board, and the 
election to the presidency of Benjamin 
Simons, former vice president of the 
company. 

The latter, first assistant to Mr. 
Agoos for many years, had served also 
as vice president of the predecessor 
companies—the Standard Kid Company 
of Massachusetts and the Standard Kid 
Manufacturing Company. He assumes 





BENJAMIN SIMONS 


his resignation to the board, Mr. Agoos 
said in part: 

“While I highly appreciate your vote 
of confidence at the last meeting in re- 
questing me to continue in office, I have 
decided, in accordance with the provi- 
sions of the retirement plan of April 
22, 1941, to tender my resignation as 
president. 

“T have made this decision because I 
feel strongly that the Company must 
keep ever in mind that the greatest con- 
tribution to its progress can come not 
from one man, but from a well-rounded 
organization. I hope thereby that I 


W. W. Stephenson to Speak 
At Philadelphia Meeting 


PHILADELPHIA, Pa.—Honor guest and 
chief speaker at a luncheon meeting 
scheduled to be part of the shoe show 
planned by the Middle Atlantic Shoe 
Retailers Association, will be W. W. 
Stephenson, executive vice president of 
the National Shoe Manufacturers As- 
sociation. Mr. Stephenson will speak at 
the noon-day meeting scheduled for 
January 14 in the Hotel Philadelphian, 
here. The show will open January 12 
and end January 15. This is the thirty- 
third annual show put on by this asso- 
ciation. The management committee is 
headed by J. H. Geiger. 


Shoe Factory Workers to 


Get Christmas Bonus 


AurRorA, Mo.—Factory employees of 
the Juvenile Shoe Corporation of 
America will get a Christmas gift of 
$26,163.53 through the company profit- 
sharing plan this year. 

The plan this year will give eligible 
employees approximately five weeks 
extra pay in the form of a deposit in 
their names in the Aurora bank, 
through a trust arrangement. 

The amount deposited at the close of 
this fiscal year exceeded that of 1944 by 
$3,512.65, an increase of 16 per cent in 
the’ total. 





New Buyer Named 


New YorKk—Isidore Goldzimmer has 
been appointed playshoe and slipper 
buyer of A. S. Beck Shoe Corp., it 
was announced by Ben Daniels, presi- 
dent. Mr. Goldzimmer was previously 
associated with L. Bamberger & Com- 
pany. He started his career with R. H. 
Macy & Company in 1929. 
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PRIMA-TIVES 


--- Ballet Casuals 


First Playshoe to - made of genuine doeskin. True ballet 
wear. _ All leather handmade. 
All 





Featured in atten fashion 





7 7 





sewed. Available in black, pastel 7 blue, green, gold and 


beige. They're washable! 


Size—3 to 9, medium width, fall sizes 


Packed —36-pair cases 
Terms—Net 30 


THEATRICAI 


Taal ales 


» nylon 


Bellaire Shoes Never Lose 
the Friends They Make... 
Women who wear Bellaire shoes 


are re 
sensible combination of good 


at-customers. Bellaire’s 


style and inner comfort features 


= 


keep women’s feet young—leads 
them to Bellaire’s stores in every 
town. 


x*x*r* 


To maintain equitable distribution among our 
retailers, we cannot at this time establish new 


accounts. 


7 BELLAIRE SHOE COMPANY 
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Architect's sketch of the new Rogel-Savon shoe store in Spokane, Wash. 


SPOKANE, WASH.—This architect’s 
drawing of the new Savon Shoe Shop 
in this city shows one of the newest 
shoe stores of the Northwest. The busi- 
hess started in 1930 in a small store. 

“As business grew,” reports Manager 
J. Rogel, “we moved to our present lo- 
tation and doubled our space. In 1937 
we added sportswear and put in a very 
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attractive department in our basement. 
Now with the additional space which 
we shall have from the adjoining store, 
we shall be able to expand our shoe and 
sportswear department. We will make 
use of both the main floor and basement 
space for sales rooms, and our stock 
room will be located on the second floor 
of the building, eliminating stock on the 


main floor and utilizing all available 
space for selling. We have a corner lo- 
cation and the space we shall occupy 
when our modernization plans are com- 
pleted will be 60 x 46. 

“We have always carried merchan- 
dise from the moderate priced to the 
better grades which we shall continue 
to do, trying all the time to get the 
best lines in each of these price ranges. 

“Under our new set-up we will be in 
a position to serve our customers in a 
much more comfortable manner. With 
the new lines we are adding, it will en- 
able the customer to do much of her 
shopping under one roof.” 


Aid to Color Matching 
Is Announced — 


New YorkK—The new Analyte North 
Light Comparator for color matching 
has been announced by Analyte Instru- 
ments, Inc., 1450 Broadway. The fol- 
lowing claims are made for this instru- 
ment: color matching is stepped up to 
higher definitions than ever before ob- 
tained in color matching lamps; the in- 
strument has both incandescent light 
and Analyte north light for contrast; 
and, among other features a folding 
shelf is provided for matching small 
swatches or other small articles, and an 
adjustable tray for two heights. 
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EXHIBIT in 


Pennsylvania, New Jersey, 





Your First Choice For 


Exhibit space still available * 


the 


Delaware, Mary- 
land, Virginia and District of Columbia. 


1946 Post-War Planning Is To 
MIDDLE ATLANTIC SHOW 


Act quickly for 


M. A. S. R. A. 32nd ANNUAL MEETING 


and SHOE SHOW - JANUARY 13, 14, 15, 1946 


Hotel Philadelphian, Philadelphia, Pa. 
Save Time and Travel Here in "Planning Together For Post-War Prosperity” 


MIDDLE ATLANTIC SHOE RETAILERS ASSOCIATION 


1429 Sheffield Street 
ee 








Demand for Casuals 
Is Increasing 


PITTSBURGH, Pa.—lInsistent demand 
characterized the successful Tri-State 
Shoe Mart, sponsored by the Pennsyl- 
vania Shoe Travelers Association, at 
the William Penn Hotel, from Novem- 
ber 11 to 18. 

Between two and three million dol- 
lars worth of business was transacted, 
according Joseph Harris, secretary and 
treasurer of the association—most of it, 
of course, for future delivery. If mer- 
chandise had been available, ten million 
dollars worth of business could have 
been handled, Mr. Harris estimated, 
but 75 per cent of the orders had to be 
turned down for lack of supply. Ap- 
proximately 2,700 merchants from with- 
in a 300-mile radius in Pennsylvania, 
Ohio, and West Virginia attended the 
show. One hundred lines of shoes were 
displayed. 

Better deliveries can be anticipated 
for March and April than for the pre- 
ceding months, Mr. Harris said, point- 
ing out that manufacturers were not 
getting as much material now as they 
could use. Prices will rise, he pre- 
dicted, and many delays will be experi- 
enced, attributable to the uncertain 
labor situation and the lack of new 
machinery. 

Exhibitors reported an increasing de- 
mand for casual shoes, which were not 
generally available. Brown shoes con- 
sistently were outselling black. Con- 
siderable demand also was noted for 
men’s work shoes. In men’s dress shoes, 
preference was shown toward those 
with winged tips. Practically nothing 
in rubber footwear was available. 


No entertainment nor special events 
for the buyers were planned for this 
convention, because of inadequate fa- 
cilities and the help problem of the 
hotel, although banquets in past years 
have attracted as many as one thou- 
sand guests. 

New officers for the Pennsylvania 
Association will be elected the first of 
the year, and another semi-annual con- 
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vention will be held in Pittsburgh at 
the William Penn Hotel in May. Lewis 
Mannheim is president of the group at 
present. 


Shoe Retailers Association 
Elects Officers 


BuFFALO, N. Y.—The Greater Buffalo 
Shoe Retailers’ Association held their 
annual election of officers at Hotel 
Lafayette in Buffalo on the evening of 
November 14th. 

Those elected are president, Willard 
Lewis, shoe buyer and manager for 
the past six years of the shoe depart- 
ment of Flint & Kent, one of the city’s 
leading department stores; vice presi- 
dent, Michael Santercole; secretary, 
Jack Jacobs, a former president and di- 
rector of the association and for the 
past thirteen years owner of Paris 
Footwear Shop; treasurer, Benjamin 
Etkin, re-elected; and Buffalo district 
directors: Herman Meyer, George 
Seifert, Oliver F. Lareau (retiring 
secretary), Fred Manning, Joseph Kir- 
choff, C. I. Lanich, Charles Reis, George 
Cooke (retiring president), Robert 
Smith and Sidney Williams. Directors 
for Western New York are: William 
Lattimer and Ray Emerling of Ham- 
burg; Frank Measer, Williamsville; 
Claude Kebbier, Lancaster; George 
Vallance and Robert McFarland of 
Niagara Falls; Don Kenney, Lockport; 
Allen Brown, Springville; H. J. 
Donahie, Rochester; and Fred Fick, 
Tonawanda. 

Installation of these officers will take 
place at a dinner to be given on the 
evening of January 21, 1946, following 
the close of the Tri-State Shoe Travel- 
lers Show in Hotel Statler, January 
20-21. 


Store Location Changed 


MiaM1, Fita.—The Florsheim Shoe 
Store, long located at 155 E. Flagler 
Street, has changed location and is now 
at 326 S.E. First Street. 


To Build New 
Department Store 


YAKIMA, WasH. — One of the 
modern department stores of the 
cific Northwest, costing over $600, 
will be built immediately in Yaki 
A fifty-year lease between the Me 
gomery Ward Co., extensive shoe 
tailers, and Morrier Brothers of Mo: 
Wash., for the store on North 
Street, has been signed. The new 
up will be close to the present Ms 
gomery Ward Co. store, but larger 
finer in every particular. Besides 
extensive frontage on North 4th S$ 
there will be additional frontage 
Naches Avenue, around the corner, 
that a large battery of store winds 
will give upon both streets. The ¢ 
was consummated after specialists 
analysts from the Chicago headqu 
ters of the company had made a car 
ful survey of the Yakima business ¢ 
trict, of traffic, shopping tendencies 
possibilities in the spot chosen for 
postwar operations. 


Hide Increase Noted 


In Canada 


MONTREAL, CANADA—Stocks of 
cattle hides held by tanners, packer 
and dealers in Canada at September 
totalled 690,202 compared with 641 
at August 30 and 441,780 at Septem 
30 last year, the Dominion Bureau 
Statistics has reported. Calf and ki 
skins on hand decreased from 609,6 
at August 30 to 535,037 at the end 
September. Stocks of other types 
September 30 included 81,458 doz 
sheep and lamb skins, 362,670 goat 
kid skins and 16,386 horse hides. 

The bureau reports production 
leather footwear in Canada in Augu 
totalled 3,246,398 pairs, an increase 
545,391 pairs over the preceding mont 
and an advance of 308,908 pairs o 
August, 1944. During the first eig 
months of the present year, 25,366,66 
pairs were produced as compared wi 
23,568,329 pairs in the similar period 
1944, 
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Che MILLER self-adjusting 


(metal adjusting) SPRING EXTENSION SHOE TREE 


CHE SELF-ADJUSTING extension action is 
automatic. As the Tree is inserted into the shoe, the 
heel portion hinged to the forepart by means of a 
flat steel bar, is naturally compressed. Upon inser- 
tion, a spring then exerts a gentle, but firm, pressure 
that extends the heel portion back against the heel 
of the shoe. Automatically the proper degree of 
tension is secured to assure efficient results in the 
preservation of the stylish lines, character and 
wearing qualities originally built into the shoe. 


Wainut stain with 
high gloss finish. 


another... 


MILLER 
achievement 


* The MILLER SPRING EXTENSION TREE is made in whole * 
sizes only. The adjustment eliminates the need for half sizes. 


At present deliveries are averaging approximately four months from receipt of orders. 


ig O- A. MILLER TREEING MACHINE CO., PLYMOUTH, NEW HAMPSHIRE 
Branch of United Shoe Machinery Corporation 
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Girls’ — Ladies’ 
SPECTATOR BOOT 


Fine Grade 
All-Sheep-Lined 
NOT RATIONED 


“a=. 


Write for 


Slipper, Moccasin 
Folder 










Also better grade zipper style 


CONJOR SHOE CO. 


287 Broadway New York City 
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WOMEN'S D’ORSAY 
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INDOR-EES 
Women's Leather Sole 


RAYON WEAVE D’ORSAY 


with white Bunny Fur Coller 








COLORS: Wine, Royal Blue 
Sizes: 4 to 9 


Packed 36 pr. to case, assorted sizes. 
Minimum orders 18 pr. per coler. 


Immediate Delivery 
WILLIAM COHAN CO. | 
— Third Floor — 
Play Shoes—House Slippers—Sport Shoes 
19 So. Wells St., Chicago 6, Ill. 











Nathan Hack 


Honored 





Detroit, Mich. —. Adolph Goetz, left, 
treasurer, Detroit Retail Shoe Dealers’ 
Association, presents an award of ap- 
preciation to Nathan Hack on behalf of 
his association, the Michigan Retail Shoe 
Dealers’ Association and the Michigan 
Shoe Travelers’ Club at a Nathan Hack 
night held here recently. 


Kresge’s Marks 
Diamond Jubilee 


NeEwaRK, N. J.—In this year which 
marks Kresge-Newark’s 75th Diamond 
Jubilee anniversary the shoe depart- 
ment carries on a large volume of busi- 
ness and holds an enviable record of be- 
ing one of the most active in the entire 
store. 

Quaint 
shoe department, which began opera- 
tion only a few years after the original 
store was established in 1870 in a small 
building beside the Morris canal. The 
old store was known as the Bee Hive, 
for Sebastian Kresge had not yet stepped 
into the picture. The original shoe de- 
partment was no more than an aisle 
with a single row of seats and a hand- 
ful of clerks, although it was considered 
the finest and largest shoe department 
in the state of New Jersey. 

In contrast, the present day depart- 
ment, with its modern display cases and 
curved benches and large assortment of 
footwear to suit every taste, has thirty 
employees. 

The ‘reputation which the shoe de- 
partment has today has been achieved 
largely through the efforts of Jack 
Davis, the buyer. Mr. Davis has been 
with the firm so long, 42 years to be ex- 
act, that he has become practically an 
institution in himself. People depend on 
him because they know he can give 
them a perfect fit. 

The Kresge store has celebrated with 
banquets, guest speakers and special 
radio broadcasts. As a part of the ad- 
vertising campaign in local newspapers, 
readers were asked to write in and tell 
how long they had been customers. The 
response exceeded Kresge’s expecta- 
tions. An unusually large number of 
patrons from Newark and the suburbs 
made special mention of the shoe de- 
partment. 
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PLUMP LEATHER UPPERS 
SEWED COLLARS 


ORTHOPEDIC RUBBER SOLES 
IN STOCK 





Ne. 6142 


SIZES 6-12 


MENS’ 





BOYS’ SIZES 1-5 81.70 

YOUTHS’ SIZES 11-13% $1.65 
ARNOFF SHOE CO.,INC., 101 Duane St.,N.) Col. 
leasec 
oe Teese ertunsteiesthemnptasin 
sionec 
Kresge-Newark’s “Magazine of th serve 
Air” radio program, which was com§ Analy 
menced some time ago, has won poppy Quart 
larity, because its customers are among D. C. 
the participants. In order to familiar ar 
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store carries, Kresge’s decided to f 


firms on its “Magazine of the Air” 7 
gram during the jubilee celebration, 4 
representative from one of the 
known shoe manufacturing comp 
was included and gave a very info 
tive talk. 

General Manager Hugh E. B 
with other executives welcomed m 
than 250 guests to a Diamond Wedding 
Breakfast held in one of the store’s 
taurants. 


Daly New Head 
Of Regal Shoe Co. 


Boston, Mass.—John J. Daly, ¢ 
man of the board of Spencer Shoe G 
poration and Daly Bros. Shoe Co., I 
has been elected president of 
Shoe Co., of Whitman, Mass. 

Mr. Daly, who recently purchased 
controlling interest in the compail 
states that Regal will cooperate 1 
Spencer Shoe Corporation in operatic 
advantageous to both. When manuf 
turing and production become more ft 
mal, he considers it possible that # 
two companies may sell each othe 
products in their 130 retail stores. 

He also states that economies bene 
ing both companies can be effec 
through use of one sole-cutting pl 
and by centralizing the manufacture 
other supplies. 

No other changes were made at @ 
directors’ meeting. 
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former Army Officer 
Joins Shoe Company 


New YorK—Murray M. Rosenberg, 
ident of Miles Shoes, Inc., has an- 
nounced that Lt. Col. Joseph S. Oet- 
tinger has joined the organization as 
vice-president and controller. 





JOSEPH S. OETTINGER 


Col. Oettinger, who was recently re- 
leased from the Army after service of 
three and one-half years, was commis- 
sioned directly from civilian life and 
served as chief of the Cost and Price 
Analysis Branch in the Office of the 
Quartermaster General, Washington, 
D.C. Prior to entering service, he was 
associated with S. D. Leidesdorf & Co., 
m certified public accountants. 
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ov maser VICTORY LOAN! 


Top off your good work on your 
Payroll Savings Plan with an out- 
standing showing in the Victory Loan 
—our last all-out effort! 


Back the Victory Loan to help 
bring our boys back—and give our 
wounded heroes the best medical 
care. You know your quota! You also 
know by past war-loan experience 

} that your personal effort and plant 
solicitation are required to make 


your quota! 


Sell the New F..D. Roosevelt 
Memorial $200 Bond through 
your PAYROLL SAVINGS PLAN! 


In rallies, interdepartmental contests, 
and solicitations, promote the new 
Franklin Delano Roosevelt Memorial 
$200 Bond! Better than “cash in 
hand,” Victory Bonds enable buyers 
to build for the future! 


Keep on ping YOUR MOST to 
the Victory Teas All Bond pa 
deductions during November an 
cember will be credited to our 
Every Victory Bond is a “Thank 
to our battle-weary —¥ Get behind 
the Victory Loan to promote peace- 
time prosperity for our returning vet- 
erans, your nation, your employees 
—and your own industry! 


The Treasury Department acknowledges with appreciation the publication of this message by 
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This is an official U. S. Treasury advertisement prepared under auspices of - 


the Treasury Department and War Advertising Council 





New Fitting Device 


GRAND Rapips, MicH.—W. Klaassen, 
shoe department manager at the Mills 
& Healey store on Madison Ave., is the 
inventor of an unusual fitting device 
which he says has taken much of the 
grief out of fitting children’s shoes and 
which is now in successful use in his 
children’s shoe departme 

This device, known as the “Pedo- 
scope,” not only is adjustable, thus 
showing’ the proper length and width 
but, in addition, is so constructed that 
it shows the inside measurement of the 
shoe with the foot in place. This makes 
it unnecessary, for one thing, for par- 
ticular mothers to pinch shoe caps in 
order to determine the position of the 
great toe in relation to the inside of the 
shoe. The name “Pedoscope” has. been 
copyrighted and application for letters 
patent on the device has been made. 





G. W. Ball 


BELLAIRE, 0.—G. W. Ball, who had 
operated a retail shoe store here for 57 


years, died recently at the age of 83. 
He had been active until within a few 
hours of his death, and is believed to 
have been the oldest retailer of shoes 
in the state. 


Two New Lamps 
For Store Lighting 


CLEVELAND, 0.—To provide down- 
lighting which is particularly useful in 
store illumination, G. E. Lamp Depart- 
ment at Nela Park announces avail- 
ability now of two new silvered bowl 
lamps.with a circular inside frosted 
“window” at each bulb’s end. 

Rated ‘at 300 watts and 500 watts, 
respectively, the new “semi-silveted” 
bowl lamps are otherwise identical with 
present G-E silvered bow] types of the 
same wattage. Each igs semi-silvered, 
inside frosted, and has a mogul screw 
base. 


The down light filters through a 
2%-inch diameter inside frosted win- 
dow of the 300-watt. semi-silvered: 
unit.. Diameter of ‘the circular window 
of the “600 watt” is 3 inches. 
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WOMEN'S D'ORSAY 

















Another 


“INDOR-EES” 
California Process 
Leather Sole 


Embroidered Slipper 





$9.50 
ao. 


2% 10 days, Net 38 
F.0.8. Chieage 


COLORS: Red, 

Light Biue, 
Sizes: 4 to 9 

Packed 36 pr. to case assorted sizes. 

Minimum orders 18 pr. per color. 


Immediate Delivery 
WILLIAM COHAN CO. 
— Third Floor — 

Play Shoes—House Slippers—Sport Shoes 
19 So. Wells St., Chicago 6, Ill. 


ret Blue 














PLAID SHOE LACES 











PLAID SHOE LACES 
In Stock for immediate Delivery 
Write for Color Card TODAY 
LYONS & COMPANY 


120 Duane St., New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES fer 44 years 











RUBBER FOOTWEAR 














MEN'S SNUGFIT RUBBERS 


AMERICAN SHOE CO. 
251 W. def. Ave, 
Detroit 26, Mich. 











Buy Victory Bonds 














To Remodel and Expand 


Houston Store 


Houston, TEx.—Plans for the $1,- 
000,000 expansion and modernization 
program of The Fashion, which has 





Extremely modern even from the front 
facing, will be the predominating fea- 
ture of The Fashion, the fourth floor of 
which will howse a shoe salon—which is 
slated to be the most modern depart- 
ment of its kind in the Southwest. 


been announced by Ben Wolfman, presi- 
dent, will include the renovation of its 
shoe department to rank as one of the 
most modern high-grade specialty fea- 
tures throughout Texas. 

More than 8000 square feet—the en- 
tire fourth floor—will be devoted exclu- 
sively to ladies’ shoes, according to 
plans released by Henry D. Wexner, 
who has been leasing this department 
here since 1939. 

Mr. Wexner came from Memphis, 
Tenn., where he and his brother, Philip, 
operated the shoe salon at Levy’s. This 
department is still under lease jointly 
to the Wexner Brothers, with Philip 
carrying on the Memphis business, and 
Henry the Houston salon. 

In addition to ladies’ shoes, Mr. Wex- 
ner also announced that the store will 
feature special sections for play shoes, 
boudoir slippers, as well as the innova- 
tion of children’s shoes. 

Mr. Wexney also stated that a com- 
plete line of gloves and bags to match 
the various lines of shoes will be 
stressed. 

Remodeling plans will get under way 
by the first of the year. Mr. Wexner 
expressed enthusiasm concerning the 
elaborate expansion program under- 
taken. 


New Factory Operating 
In Los Angeles 


Los ANGELES, CALIF.—Julius Baer 
has formed the Julius Baer Shoe Co. 
and is manufacturing women’s leather 
play shoes to retail at $5.95 at his plant 
at 935 S. Wall St., this city. Trade 
name of the product is “Baer Steppers 
of California.” 
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HAMMER-TOE PADS 
YOUR CUSTOMERS WILL BE 
GRATEFUL 






RELIEVES SHOE PRESSURE 
ON HAMMER-TOES 


TRY A DOZEN — ONLY $1.75 
GROSS $18.00 — SAMPLE 15c 
For other Foot Aids, write on bust- 
ness Stationery for our Catalog. 
A. L. SCHENK ORTHOPEDIC LABS. 
1024R West 7th Street, Los Angeles 14, Calif. 








a = =—h— 
Baer is the third generation in his “bild 
family to be engaged in the shoe manu. # Misse 
facturing business. Factory represen- # 
tatives who have been associated with o 
Baer for the past several years are # f 
Willy Hess & Co., Marbridge Bldg, 
New York City; Jerry Jarrett of 
Lubock, Texas and Harry O. Rice 
San Francisco. Production is now 
500 pairs daily. 








Many Exhibitors at 
Michigan Shoe Show 


DetTrROIT, MicH.—Resumption of shoe 
selling without stamps was responsible 
for the biggest show of the year spon- 
sored by the Michigan Shoe Travelers 
Club for two days at the Hotel Statler 
in November. The show covered two 
floors of sample rooms—an area no 
used in many months under restricted 
selling conditions. 

Demand for shoes was even greater 
than before rationing was lifted, but 
practically all salesmen were still selk 
ing-on strict quota bases. The demand 
was notably strong for the better grade 
shoes, 

Demand in the women’s line was for 
novelties, and for sports shoes predom® 
inantly, although in view of the pre 
vailing shortage, dealers were 
to take anything they could get. 

Travelers generally look forward @ 
a resumption of normal: business com 
ditions within the next few months 
and are planning to resume coverage 
of the, upstate territory in person. 


Shoe Stocks Low in South 


ATLANTA, GA—Little increase i 
shoe buying was experienced in Georgia 
when OPA lifted regulations on show 
rationing. As an example, a check of 
Griffin, Georgia, merchants showed that 
one firm had approximately a one-third 
normal supply of shoes- on hand. A 
year ago one shoe store had 1,100 pairs 
of men’s shoes on itssshelves. When the 
OPA lifted regualtjons, the firm had 
only 245 pars. ‘ 
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Children’s Sizes 8%-12 
Misses’ Sizes 12%-3 


7.55 


Style No. 301 


Goodyear Stiteh 
Con 








Terms: Net 10 doys 
F.0.8. New York 
Minimum Order (8 pairs 






















Not An Ordinary 
Shoe Polish 
WITH THE USE OF 


CINCH 


Scuffs, scratches 
hard-wear signs 
disappear 
immediately 


Light, medium, dark brown, 
black and white 


Available Now From Your 
Findings Jobber 


SWANK SHOE DRESSINGS, INC. 
61 East 11th St., New York 3, N. Y. 




















Postwar Shoes on Moving Stage 


Max Sommer Injured 
In Auto Crash 


SAN FRANcISscO, CALIF.—Max Som- 
mer, vice-president of the Sommer & 
Kaufmann Shoe Company, was seri- 
ously injured on November 8, in an 
auto crash near Tulare. His brother-in- 
law, Sam Tonkin, of Fresno, was killed. 

Mr. Sommer was taken to the Tulare 
Hospital where doctors said his injuries 
were serious, but they were not imme- 
diately able to determine their nature. 
Later it was reported that his ankle 
was broken and that he had sustained 
serious chest injuries.. 

According to police, Sommer and Mr. 
Tonkin were going north on Highway 
99 in an auto driven by the latter when 
the car collided head on with one driven 
by Javier Rodriguez. 

Mr. Sommer will be removed by am- 
bulance to San Francisco when his con- 
dition permits. 


» Mass.—William H. Bresnahan, president of Compo Shoe Machinery Cor- 
. aad William Solar, assistant to the president, photographed at the recent Veteran Opens Shoe Store 
Shoe Market Week in Boston. 


of the most unusual exhibits of the week was found in the Compo rooms 
the mezzanine floor, Hotel Statler, was made up of elghteen shoes shown on a 
gless-enclosed moving stage, which highlighted one shoe each time, by lifting 
thee, and the disc it stands on, right up into the spotlight. They were made by 


BINGHAMTON, N. Y.—Walter Haas 
has opened Walter’s Shoe Store at 17 
Main St. The store carries men’s, 
women’s and children’s footwear. . Mr. 


ef America's leading manufacturers of high-fashion footwear, and covered a Haas was recently released from the 


, line from smooth leather, walking types, te ultra glamorous rhinestone- 
They were among the first high-style postwar shoes shown, 
lecluded new features of detailing and manufacturing with much interest in 


evenlag shoes. 


Celiternia process. 





Army after two and a half years of 
service. Prior to the war, he managed 
the Royal Shoe Store in this city. 
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CHILDREN'S SLIPPERS 
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CHILDREN'S FINE 


BENGALINE SLIPPERS 
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IMMEDIATE DELIVERY 
— HARD LEATHER SOLES — 
SEMI-CALIFORNIA CONSTRUCTION 
Red with Royal Platform and Trim 
Royal with Red Platform and Trim 


SIZES “- sstubidee $1.40 Pair 
J. BENENFELD & CO. 
19 HUDSON ST. “. ¥. 6. 

















MEN'S CASUALS 





~ 


KNOCKABOUT 


MOCCASINS 
Elk 


$2 65 








Casual Type Moccasin. No-mark Sole 
en’s sizes 7 to 11 


Also Better Grade Men’s Brown Genuine 
Goodyear Welt $3.65 
mmediate 


Write Jor jolder Moccasie snd Bowling Shoes 
CONJOR SHOE CO. 


287 BROADWAY NEW YORK CITY 
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A. F. Kuhleman Named Head 
Of Krupp & Tuffly 


Houston, Tex.—Alwin F. Kuhleman, 
who has been with the shoe firm of 
Krupp and Tuffly, Inc., since 1901, was 
elected the firm’s president and man- 





ALWIN F. KUHLEMAN 


ager, it was announced by the board of 
directors. The position was made va- 


cant by the- sudden death of Louis F.. 


Tuffly. 

The new directors named are Mrs. 
Inez Tuffly, widow of Mr. Tuffly, chair- 
man of the board of directors; J. 
Michael Murphy, vice president and 
secretary; J. Harry Scoggins, vice 
president; Joseph B. Tuffly, vice presi- 
dent and treasurer; and Mrs. Louis C. 
Ellis, sister of the late Mr. Tuffly. 

“We shall carry on the business ac- 
cording to our usual policies,” Mr. 
Kuhleman announced. “Our plans for 
expansion and improvement in the 
future will go ahead as scheduled.” 

Mr. Kuhleman formerly held the office 
of vice president and treasurer; Mr. 
Murphy who had been with the firm 
since 1920, had been secretary; and Mr. 
Scoggins, who formerly assisted Louis 
Tuffly in the merchandising of women’s 
shoes, has been with the firm since 
1912; while Joseph B. Tuffly has been 
associated with the business since 1918. 





Allied Products Show to 
Be Held Next March 


New YorE—The Advisory Committee 
of the Allied Shoe Products and Style 
exhibit announces the selection of the 
Hotel New Yorker in New York City 
for their twelfth semi-anual Allied 
Show, from March 16 to 20, next year. 


Scheduled to be held during the same 
week as the Leather Opening for Fall, 


by the Allied trades group will undoubt- 
edly hit a new peak in interest among 
shoe manufacturers, their style’ men 
and buyers and also shoe retailers. 
Indications already point to the sky 
being the limit on style for the Fall 
season of 1946 and the Allied group is 
already planning to exhibit the greatest 
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STEEL TOE 
SAFETY SHOES 
POPULAR PRICED 
woak SHOES 
Cerried ia Stock 
GOODWILL SHOE 
ANY 


COmP 
Holliston, Massachusetts Union Mas 




















STORE SUPPLIES 
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SHOE 








Give us a trial by placing your order 
with our company. Prompt Deliver 


Suggestions — CAVALIER LIQUIDS and| 
CREMES, ESQUIRE, NUGGET, WHITTEMORE | 
Le PIERCE, MILLER, ANDERSON SHOE | 


The Paterson Leather Company | 
374-376 Main St. Paterson 1, N. a 











array of styles, 


shoe processes ani 


products ever shown. C. R. Heyde 
sumes direction of these semi-annu 
shows that were canceled for the war 
curation in September, 1942. 





Research Chemist Joins 
Compo Staff ‘ 


Boston, Mass.—Lee L. Blyler, ‘ft 


twelve years affiliated with the duPe 
Company Finishes Division at Parii 


N. 


J., has joined the Compo Shoe 


chinery organization to engage in wot 


on shoe cements. 


He will be assi 


to Thomas Taylor, director of the a 


tensive chemical 
_ Compo cements for attaching all 


laboratories whe 


of sole materials are developed 
tested. Mr. Blyler’s services will 
available .to manufacturers of, be 
shoes and sole materials, as are 1 
services of the rest of the laborator 
staff. 


Mr. Blyler, a native of Reading, F 


received his undergraduate and g 
ate training in chemical engineering 
Princeton University. After grad 
sponsored by the Tanners’ Council of tion, he joined the duPont organizati 
America, this postwar revival showing where he gained wide experience | 
both the production and technical 
pects of pyroxylin and related produ¢ 
During the past four years, Mr. B 
has been engaged in the developm 
of new synthetic resin adhesives # 
has several patents pending in % 
field.. His new line of work will be 
the same general field. 
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Dates to Remember 


Monthly Shoe Show, Michigan Shoe 
Travelers’ Club, Hotel Statler, 
Detroit, Mich. 

December 2, 3, 4, 1945 


Annual Banquet, New England 
Shoe Foremen and Superinten- 
dents’ Association, Hotel Statler, 
Boston, Mass. January 5, 1946 


Middle Atlantic Shoe Retailers’ 
Association, Philadelphia, Pa. 
January 12, 13, 14 & 15, 1946 


Michigan Shoe Fair, Michigan Re- 
tail Shoe Dealers’ Association 
and Michigan Shoe Travelers’ 
Club, Hotel Statler, Detroit, 
Mich. January 13, 14, 15, 1946 


Shoe Show, Tri-State Shoe Travel- 
ers’ Association, Hotel Statler, 
Buffalo, N. Y. January 20, 21, 1946 


Allied Shoe Products & Style Ex- 
hibit, Hotel New Yorker, New 
York City. March 16-20, 1946 


lewa National Shoe Travelers Asso- 
ciation, Hotel Fort Des Moines, 
Des Moines, Iowa. 
May 12, 13, 14, 1946 


Foot Health Week. May 18-25, 1946 








THE LINE THAT 


STOLE THE SHOWS 


AT BOSTON AND 
NEW YORK! 



















WITH THE WINNERS! 



























Kit Gufeor 


29 West 34th St., New York | 
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Shoe Rationing Executive 
Announces Resignation 


M1aMI, Fia.—Sam Price, employed 
by O.P.A. as District Miscellaneous 
Commodities Rationing Specialist 
(Shoe and Rubber Footwear Division), 
announced prior to Oct. 28 that he 
would sever his connection as soon as 
shoe rationing ended. 

Mr. Price has been in the shoe busi- 
ness practically all his entire adult life 
and has a thorough knowledge of the 
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shoe and slipper business, manufactur- 
ing as well as distribution. In Brook- 
lyn, New York, he operated stores with 
a partner under the trade name of 
Feinberg and Price, doing a quarter- 
million-dollar business annually over a 
period of seventeen years. He has man- 
aged stores and sold shoes for such well 
known firms as O’Connor & Goldberg, 
Chicago; I. Miller, New York; Man- 
del’s, Los Angeles; Sommer & Kauf- 
man, San Francisco. His home is at 


1342 Drexel Avenue, Miami Beach. 
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BUNNY SLIPPERS 











INFANTS’ FELT 
BUNNIES 


*All felt uppers 


*High-pile shearling— 
leather innersole 


*Shearling face and ears 
*Hi-lo collar 
*Blue—red—royal—pink—wine 


90% 


pair 


A. gore 






each color, 
sizes 5 te 9. 


Immediate delivery. 


The 
PILOT SHOE CO. 
31 Hopkins Place 
Baltimore 1, Md. 
Honest-<made since 1899 


























Obituaries 





Louis F. Tuffly Funeral 
Services in Houston 


Houston, Texas.—Funeral services 
were held November 14 at St. Mary’s 
Church here for Louis Frank Tuffly, 
who, prior to his sudden death in New 
York, November 9, was president and 
general manager of Krupp & Tuffly, 
Inc. Burial was made in Garden of 
Gethsemane cemetery. Rev. M. J. Daly 
officiated at the services. 

Mr. Tuffly, whose passing was re- 
ported in the November 15 issue of 
Boot AND SHOE RECORDER, was a native 
Houstonian, the son of Louis F. Tuffly, 
one of the founders of the firm, and 
Mrs. Mary A. Tuffly, who was chair- 
man of the Board of Directors of the 
corporation. Her death occurred about 
two weeks prior to that of her son. 

Educated in Houston and at St, Ed- 

ward’s College, in Austin, Mr. Tuffly 
entered the 65-year-old business soon 
after his graduation and advanced step 
by step until he became its president. 
Prior to that he was vice-president and 
general manager for nearly 20 years. 
He was also buyer and merchandiser 
of women’s better grade shoes. 
- Mr. Tuffly served as president of the 
National Shoe Retailers Association 
during the years 1936 and 1937. The 
first National Shoe Fair under com- 
bined auspices of the National Shoe Re- 
tailers Association and National Shoe 
Manufacturers Association was held 
during his term of office. In 1941 he 
was appointed a member of the shoes, 
leather products, hides, skins and 
leather defense advisory committee, 
named to advise the Office of Produc- 
tion Management in connection with 
problems arising out of the national de- 
fense program. He was one of the lead- 
ing retail shoe merchants of the South- 
west, a section famed for its modern 
and enterprising shoe stores, and at the 
time of his death he held the office of 
president of the Texas Shoe Retailers 
Association. 

In addition to his widow, Mr. Tuffly is 
survived by his son, Lt. (jg) Louis Ed- 
ward Tuffly of the Navy, stationed in 
Chicago; a daughter, Mrs. Douglas 
Clemons of Pratt, Kan.; two sisters, 
Mrs. Blanche Zilker of Houston and 
Mrs. Louise C. Ellis of League City; a 
brother, Joseph B. Tuffly; and a grand- 
son, Louis Edward Tuffly, Jr., of 
Houston. 


Albert A. Gallenkamp 


San Francisco, Cat.—Albert A. Gal- 
lenkamp, 52, head of the Gallenkamp 
Shoe Stores, died in Beverly Hills on 
November 17 of congestive heart fail- 
ure. Funeral services were held in San 
Francisco under masonic auspices. 


Mr. Gallenkamp started his first shoe 
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SHOE ORNAMENTS 


¢ SHOE BEAUTIFIERS - 
by 
DANIELS 














DANIELS SCOOPS AGAIN! 


PIRATE #111 
Beautiful bows HAND PAINTED— on Suede, 
Patent Leather or Calf. Black, Red, Navy, Brown, 


White. $1.50 per pair 


No Less Thdn 6 Prs. Orders Accepted 
IMMEDIATE DELIVERY 


DANIELS MANUFACTURING CO. 
5403 - 18th Avenue, Brooklyn, N. Y. 











store in San Francisco in 1914 and in 
30 years built up a chain of 96 stores 
covering the Pacific Coast. 

He is survived by his widow, Mrs. 
Helen A. Gallenkamp; a son, Albert 
Jr.; two brothers and two sisters. 





C. Gustav Ebert 


CoLumBus, O.—C. Gustav Ebert, 81, 
shoe merchant in Columbus, O., for 
more than 45 years, died here in St. 
Anthony’s Hospital on Nov. 7 after a 
long illness. He came to America more 
than 60 years ago. His shoe business, 
in addition to retailing, included the 
manufacture of hand-made corrective 
and other footwear. Two sons and two 
daughters survive. 





Edward C. Snell 


Detroit, Micu.—Edward C. Snell, 
member of the Masonic Lodge, Kilwin- 
ninfi F. & A. M. 297, the Detroit Con- 
sistory and the Moslem Shrine, died 
November 2. He formerly operated the 
Snell Shoe Company, retiring six years 
ago. He started in the shoe business 
with his brother, William Merbach on 
Gratiot Avenue in Detroit. He was 
also chairman of Selective Service 
Board No. 26. Mr. Snell is survived 
by his widow and three children. 





Hunter V. Baldwin 


RICHMOND, Va.—Hunter V. Baldwin, 
76, founder and senior partner of the 
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doeskin. 








Send for Catalog 


Pima Ballina 


- BALLET CASUALS ey 


Le 


‘True ballet slippers adapted 
eutdoor wear. 
made, hand lasted. Featur- 


Custom 


All 


leather, hand made, nylon 
sewed. Featured in leading 
fashion magazines. 


of 


They're washable. 
Distinetive packaging. 


Price—CGlove kidskin, red, white, 
black $2.50 
Style mumber (12) 
Doeskin, black, red, blue, PF: 
green, gold ....83.00 FF 
Style number (13) 
Size—-3 to 9, medium 
width, full sizes 
Packed—36-pair cases 


Terme—Net 30 


PRIMA 








H. V. Baldwin and Company Depart- 
ment Store, 1209 Hull street, died No- 
vember 9 at his home, 1901 Warwick 
Road, after a brief illness. Mr. Bald- 
win was a widely-known South Rich- 
mond merchant and yachtsman. 

Mr. Baldwin was born August 23, 
1860, in Buckingham county, Virginia, 
and began his business career at The 
Ridge, in Buckingham county, later 
moving to Richmond, where he opera- 
ted the store that had been founded by 
his father. In the early 1900’s, Mr. 
Baldwin, his business having grown, 
moved across Hull street and erected 
for his business its present building. In 
1925, the business became a partner- 
ship, its other member being W. G. Mc- 
Cargo, which partnership since has 
continued. 


Philip Milch 

BuFFALO, N. Y.— Philip Milch, 665, 
who had operated a men’s shoe shop 
at 1868 Clinton Street, for more than 
20 years, died recently after a short 
iliness in Millard Fillmore Hospital. 
Austrian born, Mr. Milch, who came to 
the United States about 40 years ago, 
was a charter member of Temple Beth 
David. 

He is survived by his widow, Mrs. 
Dora W. Milch, a son, Dr. Marvin H., 
and a daughter, Mrs. Samuel Mopsik 
of Worcester, Mass. 


December |, 1945 


Alice Richardson Joins 
Shoes Associated 


New YorK—Miss Alice Richardson 
has joined the staff of Shoes Associated 
and will direct the coordinating and 
styling of accessories, it was announced 
by George B. Hess, president. 

Miss Richardson for the past three 
years has been merchandise editor of 
Mademoiselle, and for the five years 





ALICE RICHARDSON 


preceding was shoe and accessory edi- 
tor for Harper's Bazaar. 
During the next few weeks Miss 


Richardson will visit the eleven stores 
throughout the country which are rep- 
resented by Shoes Associated to study 
each individual operation, and upon her 
return to New York will survey mar- 
kets in line with requirements. 





Retail Stores Prepare 
For Christmas Rush 


HARRISBURG, PA.—Harrisburg retail 
stores, including shoe stores, will be 
open evenings from Monday, Dec. 10, 
to and including Saturday, Dec. 22, for 
the convenience of Christmas shoppers, 
it was announced by the Merchants’ 
Committee of the Harrisburg Chamber 
of Commerce. 

The committee also recommended that 
all retail establishments be closed at 6 
p. m. on Monday, Dec. 24, in order to 
permit employees to spend Christmas 
Eve with their families. 

Among personnel of the Merchants’ 
Committee is Benjamin Cantor, pro- 
prietor of Cantor’s Shoe Store at 12 
North Third St. 


W. N. Little 


LoRAIN, 0.—W. N. Little, 79, former 
sales representative for the Cady Ivi- 
son Shoe Co., Cleveland, at the turn of 
the century, died recently. For several 
years he served as president of the Lo- 
rain Chamber of Commerce. 


87 








ise 








CHILDREN'S SLIPPERS 








CHILDREN’S SHEARLING SLIPPERS 
READY FOR IMMEDIATE DELIVERY 


Slipper Whole Sizes 
|. Stes 5 5 to 10. $1.17 Net 
M7239—Also in Royal Blue. 
R7239—Also in 


GROVES SHOE COMPANY 
311 W. Monroe St. - Chicago 6, Minols 





set ere 





. 


BOOTEES 


CHRISTMAS SPECIAL 
FELT BOOTEE 


7O¢ per pair 
Minimum orders 
36 pr. 
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Sizes: 3 te 8 and 6 te 2 


KANDEL SHOE Somrany 
Men's and Boys’ 
114 Reade Street 


SO A 


MOCCASINS | 


—- 


Fine Shoes and Slippers 
Mew York 13, N. Y. 


erm erm 


CHOCOLATE BROWN UPPERS 
ORTHOPEDIC BROWN SOLES 








~~ 


$1.65 





IN STOCK | 


Men’s Sizes 6-12 $1.65 
Boys’ Sizes 1-5 $1.60 


Write for folder 
CONJOR SHOE COMPANY 


CO. 7-7972 
287 Broadway 


| 
| 
New York 7, N. Y. 
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Shoe Company Head Names 
Two Vice-Presidents 


BEVERLY, Mass. — Henry B. Rosen- 
thal, president of the Henry B. Rosen- 
thal Company, announces the appoint- 
ment of Jack Cantor as vice-president 





JACK CANTOR 


of the company, and his election to the 
ooard of directors. 

Mr. Rosenthal also announces the ap- 
pointment of I. Strasnick as vice-presi- 
dent. Mr. Strasnick helped organize the 
company and has been associated with 
it since its inception. He has been a 
member of the board of directors for 
some time. 

Mr. Cantor has been with the com- 
pany for the last three years. He is 
eminently qualified for his new duties 
by a long and successful career in the 
financial world. Mr. Cantor was with 
the Wall Street investment firm of 
Salomon Brothers & Hutzler. Prior to 
that, he was connected with the invest- 
ment department of the Manufacturer’s 
Trust Company for fifteen years. He 
is a graduate of the American Insti- 
tute of Banking and New York Uni- 
versity. 





Three Brothers 
Form New Company 


St. Louis, Mo.—The Sons Shoe Com- 
pany recently has been organized with a 
capitalization of $100,000 by three Wil- 
liams brothers, sons of Paul G. Wil- 
liams, Sales Manager of the Life Stride 
Division of the Milius Shoe Company. 
The company will commence business 
with $50,000 paid in. Their factory will 
be located at Bonne Terre, Missouri. . 

W. Grant Williams II is president of 
the company; Paul G. Williams, Jr., is 
vice president and general manager; 
Keith P. Williams, now in the Navy, 
will serve as secretary and treasurer 
when he is discharged from the service. 
Frank Dahoney, who for many years 
was with the Irving Drew Corporation 
of Portsmouth, and later with the In- 
ternational Shoe Company as sales 
manager of their Pennant Branch, and 
then their Conformal Branch, is to be 
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DISPLAY SHOE FORMS 














CELLULOID — ladies’ ohlidren's — flesh 

= ealy, varied heel eat heights and sizee—immediate 
very. 

Alve PLASTIC (Lucite) DISPLAY SHOE STANDS, 

men's or women’ s—attrastive. 


Write for samples or details 
LYONS & COMPANY 
120 Duane Street, New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES SINCE 1900 

















associated with the Williams brothers 
as a vice president. 

Robert Bowen, formerly with Inter- 
national Shoe Company in their Jersey- 
ville plant and more recently with the 
Moran Shoe Company, will serve as su- 
perintendent. 

The company will produce a classic 
type of women’s shoe carrying the pat- 
ented’ Gra-do sole. At the start they 
will manufacture over one last carrying 
a 12/8 heel. 

The Williams brothers are the grand- 
sons of the late W. Grant Williams, 
one of the founders of the Excelsior 
Shoe Company, Portsmouth, Ohio. They 
are also the nephews of Forrest L. and 
A. G. Williams of the Williams Manu- 
facturing Company at Portsmouth. 

The factory building they are occupy- 
ing at Bonne Terre was formerly used 
for making shoes. It is arranged for 
streamlined production and is of mod- 
ern construction. The company plans 
to get into operation around January 1. 
Meanwhile, the sales offices have been 
opened at 319 North Sixteenth Street, 
St. Louis. The company has adopted 
the trade name, “Tantalizer.” They 
will make shoes to retail at $6.95. 


Brown Shoe Co. Promotes 
Franklin J. Cornwell 


St. Louis, Mo.—At a recent meeting 
of the Board of Directors of the Brown 
Shoe Company, Franklin J. Cornwell 
was elected a member succeeding E. D. 
Pankau. Mr. Cornwell has been with 
the Brown Shoe Company for the past 
ten years, and during the past year 
has served as Advertising Manager. 

In becoming a member of the Board, 
he has been promoted to head up the 
Store Plan Division, which guides the 
merchandising activities of some 300 
independent shoe stores. 

Robert Stolz has been appointed Act- 
ing Advertising Director, assisted by 
Carl Reichers. 
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CHILDREN'S ALL 
LEATHER SLIPPER 
Style No. 308 


$7. 45 \MMEpIATE 





Pre-Welt 
Construction 


Hard Leather 
Sole 





Color: Brown 
Sizes: 6-3 


DELIVERY. 











PRICE CORRECTION 


Due to an error in the preparation of 
the printing plates for the Pli-Mode Shoe 
Co. double page advertising spread on 
pages 38 and 39 of the November 15th 
issue of BOOT AND SHOE RECORDER, 
the price of “hi-larks" shoes for play was 
twice quoted as $4.85, when it should 
have been $5.00. The price of this line 
was $5.00 before Pearl Harbor, and the 
shoes today are being sold at the same 
price, $5.00 a pair. 





Shoe Stores in New 
Business Organization 


RICHMOND, Va.—The West Rich- 
mond Businessmen’s Association has 
‘been granted a charter by the Virginia 
Corporation Commission to operate a 
nonstock corporation. The purpose of 
the organization is to promote high 
business and professional standards and 
to offer leadership in building a pro- 
gressive and finer residential and busi- 
ness community. 

Charter members include department 
stores, specialty shops, shoe stores, 
druggists, bakeries, jewelry stores, 
automobile accessories, men’s clothing 
and furnishings, etc. 

Listed as officers are E. L. Marlowe, 
president; G. T. Trumbo, first vice- 
president; E. T. Phillips, second vice- 
president; E. G. Harris, third vice- 
president, and Charles P. Bigger, secre- 
tary and treasurer. 
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A. G. White Starts 
Own Business 


St. Louis, Mo.—Alfred G. White has 
resigned from the Brown Shoe Com- 
pany and has organized A. G. White 





ALFRED G. WHITE 


and Associates, a new company, to 
handle the products of a number of 
well-known suppliers manufacturing 
and designing point-of-sale and promo- 
tional material used by national adver- 
tisers, retail store or chain organiza- 
tions for window and interior display. 

Mr. White was associated with 
Brown Shoe Company for 32 years, 
most of which time he served as their 
advertising director. He was also trea- 
surer of the St. Louis Shoe Manufac- 
turers’ Association for 24 years. He 
enjoys a host of friends and acquaint- 





_ Looking Backward 
then 
FORWARD! 


This year, more than any other, we 
are happy to send you Seasons’ 
Greetings. And, too, you have been 
tolerant, Mr. Dealer . . . tolerant to 
the extreme when we have been un- 
able to satisfy your needs for the 
Gits line of molded plastic products. 
For this we thank you . . . sincerely. 


Wrapped up with these greetings is 
our promise to supply you (through 
the aependable jobbers) with the 
biggest line of lustrously colored, 
utility plastic items on the market— 
in 46. Again, Mr. Dealer, thank you 
for your patience. 


Jal ce 


4609 West Huron St., Chicago 44, Ill. 


Manufacturers of the famous Gits Flashlights, 
Knives, Savings Banks, Games, 
Protect-o-shield, etc. 


ances throughout the entire shoe in- 
dustry. In commenting on his new 
business, Mr. White stated, “Our ser- 
vices will include coordination and dis- 
tribution of all retail store promotion, 
point of purchase materials for na- 
tional advertisers and merchandising 
organizations, including store and de- 
partment modernization.” 

Mr. White’s offices will be located at 
1408 Locust Street. 





Company Increases Wages 


JOHNSON City, N. Y.—The Felters 
Company has increased the wages of 
300 production and maintenance work- 
ers in its local plant 10 cents an hour. 
The work week, which was 50 hours 
during the war, will be reduced to 40 
hours. The wage increase is based on 
an agreement signed in Worcester, 
Mass., and Jackson, Mich. The com- 
pany makes felt products used in shoe 
manufacturing. 


To Manage Shoe Company 


Wiikes-Barre, Pa.—P. J. Shaugh- 
nessy has been appointed general man- 
ager of Anthony Shoes, Inc., succeeding 
E. J. Kozak who has resigned. The com- 
pany manufactures women’s shoes. Mr. 
Shaughnessy formerly was associated 
with the U. S. Employment Service, 
serving as manager in Wilkes-Barre, 
Pittston and Nanticoke. 
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CHILDREN'S SHOES 














Crushed 
Goatskia 


SUPERIOR SHOE CO., Mfrs. 


508 S. Peoria St. Chicago 
Our Distributors 

American Shee Ce., S. Freiburger & Bre. Ge., 

ot. —_ E. Columbia St., 


251 W. Jeffersee 
Detroit ort Wayne, Indiana 








Jayson Shee Co. . . . Les Angeles, Cal. 
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BARIS SELLS 


Quality Shoes from Surplus 
Merchandise, Better for Less. 
BARIS SHOE CO.., Inc. 
WOrth 2-5190-1 
79-81 Reade St., New York 7, N. Y. 











LARGEST SELECTION 
OF TOP GRADE SHOES 


QUALITY SHOES SINCE 1982... 
FROM 18 LEADING ST. LOUIS 
FACTORIES 


MEN'S - WOMEN'S - CHILDREN'S 
FOR IMMEDIATE SHIPMENT 


While in town “C" Well 


M. K. WEIL SHOE CO. 


1215 WASHINGTON AVE. 
ST. LOUIS 3, MO. 











New Book a Guide te 
Honest Advertising 


CLEVELAND, O.—In a 140-page book 
entitled “A Guide for Retail Advertis- 
ing and Selling,” published by the Na- 
tional Association of Better Business 
Bureaus, Inc., this organization has 
made an outstanding contribution to 
the solution of three problems which for 
years have vexed the retail fraternity 
—the avoidance of objectionable and 
misleading practices, the strengthening 
of public confidence in advertising, and 
assisting the public to achieve maxi- 
mum satisfaction from advertising and 
merchandise alike. 

The chapter on leather goods, shoes 
and gloves, deals with misleading trade 
names, ‘correct descriptions of various 
types of leather and fabric finishes, 
and, in general, shows how the mer- 
chant should prepare his advertising 
copy in such shape that there will be 
no possible confusion in the mind of 
the customer as to exactly what he or 
she is getting. Throughout the book, 
Federal Trade Commission rulings are 
cited as authority for the definitions 
and explanations which constitute a 
large part of the contents. 





Miss Miriam Smith 
Joins Allied Kid 


NEw YorRK.—Miss Miriam Smith re- 
cently’ succeeded Miss Helene O’Hara 
as assistant to Miss Rhea Nichols, pro- 
motion director for the Allied Kid Com- 
pany. Miss Smith received her A.B. 
degree from Wilson College, Cham- 
bersburg, Pa: and did graduate work 
at Rutgers University and the Univer- 
sity of New Hampshire. Before be- 
coming affiliated with Allied Kid Com- 
pany, Miss Smith was with James Mc- 
Creery & Company, and the National 
Broadcasting Company. 





Brouwer Purchases 
Store Building 


MILWAUKEE, Wis.—S. J. Brouwer 
Shoe Company has purchased the 10- 
story store and office building at 176 
W. Wisconsin Avenue, and will occupy 
a portion of the building. 

S. J. Brouwer, head of the firm that 
has run retail shoe stores in Milwaukee 
for 43 years, reported that the firm 
will occupy the street floor and two 
additional floors in the building. 

Work on modernizing of the building 
is to include a new treatment of the ex- 
terior as high as the third floor, a mod- 
ern street floor store front and changes 
in the building lobby. 





Neighborhood Store Opened 


Derroir, Mich.—The B and S Shoe 
Company recently opened a neighbor- 
hood shoe store at 7739 Mack Avenue, 
here. The Company is headed by How- 
ard L. Schultz and Joseph C. Barney, 
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Another 
“INDOR-EES”’ 


California Process 
Leather Sole 
Embroidered Mule 
$5368 








| 2% 10 days, Net 30 
F.0.8. Chieage 
COLORS: Red, Royal Blue 
Light Blue, Black 
Sizes: 4 to 9 
Packed 36 pr. to case assorted sizes. 
Minimum orders 18 pr. per color. 


Immediate Delivery 
WILLIAM COHAN CO. 
— Third Floor — 

Play Shoes—House Slippers—Sport Shoes 
19 So. Wells St., Chicago 6, Ill. 














both of whom have been with shoe 
stores in Detroit and elsewhere for 
some twenty years. George Riley, who 
was formerly assistant manager of a 
Tom McAn store in Pittsburgh, has been 
named manager of the store. 

Store is designed with a center en- 
trance; windows on either side have 
an off-white base, with upright and 
upper trim in black and aluminum. 

In the store itself, some two dozen 
theater type seats are used, placed back 
to back down the center. There is a 
light brown display desk at the right 
of the entrance, with a wrapping and 
service desk facing the front of the 
store, at the extreme rear. Brown tones 
in various shades dominate the store de- 
sign. 

Open stock system is used, with stock 
shelving broken by mirrors at intervals. 
Four doorways lead to the reserve stock 
and service departments. The store 
maintains an exceptionally large stock 
for a store of this type. Lighting is 
furnished by daylight fluorescent bulbs. 

Store caters to a general family trade, 
with emphasis on popular-priced shoes. 
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BUILD BUSINESS 


WITH THESE 
BUSINESS 


ASK FOR CATALOG 25A 


THE Lederer INDUSTRIES, Inc. 


39-45 WEST 19th STREET -¢ 


NEW YORK 11 
SUPPLYING RETAILERS SINCE 1902 


BUILDERS! 


New CATALOG 
IVES aa Th a 


Perfection 


ADVERTISING 
NOVELTIES 


STUDENT DANCE SHOES 
Puma 


in dance shoes. Product of 


skilled workmen. All leather, super dura- 
ble, nylon-sewed. Handmade throughout. 


Acro-ballet Sandals 
Sueded glove elk in fawn, black, white 
) 


- Style number (1 


SOUVENIRS 


Classic Ballet Pumps. Smooth kidskin, black or white. 
Aere-ballet practice pump 


e ; Style mumber (6) 


GIVE-AWAYS 
FOR 
BOYS AND 
GIRLS 








Sizes—8 to 153, 


Turn glove intermediate pump 
Style number (7) 


Advanced full sole ballet .. 
Style number (11) 


lte®? 


PRIMA 


HEATRICA 





About Shoe People 


Manny Warshawsky, operating Man- 
ning’s Boot Shop, at 10915 Grand 
River Avenue, Detroit, is erecting a 
new building across the street, into 
which he plans to move about January 
1. New store is located as the vanguard 
of a projected new shopping district, 
extending the shopping community 
across intervening railroad tracks. 

7. > * 


Morton Blass, district manager for 
Berland Shoe Stores, has opened the 
new downtown store of Berland’s in De- 
troit, under name of Allen’s Smart 
Shoes, at a new central location at Far- 
mer and Gratiot Avenues. Former loca- 
tion was on Woodward Avenue, a block 


away. 
> . . 


Mr. and Mrs. Howard Preston of De- 
troit recently entertained the officers 
and directors and their wives after the 
business session of the Michigan Shoe 
Dealers Mutual Fire Insurance Com- 
pany quarterly meeting at their estate 
on Sunny Bank Point, at Gull Lake, 
Mich. 

. > * 

One of the home-coming thrills for 
Staff Sgt. Herbert Collier, proprietor 
of the Collier Shoe Store at 26 Main 
street, Peterborough, N. H., and Army 
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Air Forces veteran, was the first 
glimpse of his young son. Sgt. Collier 
was honorably discharged upon arriving 
in the United States after serving 18 
months in China with Maj. Gen. Claire 
L. Chennault’s 14th Air Force. 


* * * 


George B. Bernheim, chairman of the 
board of directors of R. Neumann & 
Co. of Hoboken, N. J., was honored at 
the annual dinner of the Hide, Skin and 
Leather Division of the Federation of 
Jewish Philanthropies of New York on 
Wednesday, November 14. More than 
80 industry-wide leaders attended the 
affair, which was held in the Harmonie 
Club, in support of the current $30,000,- 
000 appeal of the Federation. A record 
number of pledges were secured for the 
regular budget needs of the 116 agen- 
cies affiliated with the Federation and 
for the building fund for expansion, 
modernization and research. 

+ 7 * 


Philip Eisenshtadt of the Phillips 
Shoe Company, operating a downtown 
store, turned the tables on shoe travel- 
ers, by being host at a party on No- 
vember 14 to all travelers with whom 
his firm does business. He was assisted 
by his son and partner, Harry Eisen- 
shtadt. 


George Durst, formerly with the 
Jarman Shoe Company, covering the 
Michigan territory for several years, is 
taking over representation for the 
Curtis Shoe Company is the same ter- 
ritory. 

- a > 

Set. H. L. Hanchett, who was a 
chiropodist before enlisting in the 
Army, recently received his honorable 
discharge at Fort Riley, Kansas, ac- 
cording to reports. Dr. MHanchett 
served 44 months in the medical corps, 
and now holds the Good Conduct Medal 
and the Badge of Meritorious Service. 
He is the son of Mr. and Mrs. Fred 
Hanchett, of Belleville, Kans. 

a 


Sam Plotler, of the Original Sample 
Shop, and secretary of the Detroit Re- 
tail Shoe Dealers Association, has 
given much of his time and effort to 
the raising of funds for the Metro- 
politan War Chest. 

> * 7 

* W. G. Allen, of Pontiac, Mich., has 
purchased the shoe business of Mark 
Cary in Lapeer, Mich. Mr. Cary has 
been in the shoe business in the same 
building for the past 36 years. He 
will stay on and assist Mr. Allen for 
a few months. 

[TURN TO PAGE 938, PLEASE] 
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WOMEN'S D'ORSAY 














WOMEN’S 
Leather Sole 


D’ORSAY 





Rayon Vamp and Quarter 
with Satin Collar. 
COLORS: Royal Blue, Wine 
Sizes: 4 to 9 
Packed 36 pr. fo case assorted sizes. 
Minimum orders |8 pr. per color. 


Immediate Delivery 


WILLIAM COHAN CO. 
— Third Floor — 
Play Shoes—House Slippers—Sport Shoes 


19 So. Wells St., Chicago 6, Ill. 
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ORDER YOUR BOWS NOW 





LEATHER BOWS 
TO MATCH THE SEASON’S STYLES 
To retail 75¢ and $1 
(all bows with metal clips) 


Best selling styles and colors in Patent, Suede, 
Alligater and Calf. 


$4.80 Doz. Prs. Net 10 Days 
TRIAL ORDERS post paid with (0-day return 
privilege on any not wanted. 


R. E. BROWN 


620 N. CENTRAL GLENDALE 8, CAL. 








Buy Vietory Bonds 
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Early Slipper Promotion Makes a Hit 





This window in the store of Foreman & Clark, Los Angeles, plus radio and news- 
paper advertising, sold nearly 5,000 pairs of men's slippers two months before 
the Christmas season actually got under way. 





Los ANGELES, CALIF.—Foreman & 
Clark staged a men’s slipper selling 
event the first of November which sold 
more slippers than has ever been re- 
corded in the shoe history of this insti- 
tution. Newspaper ads stressing the 
many colors to be had in men’s slippers, 
radio advertising on the regular store 
news broadcasts and striking windows 
did the job. 

All this publicity was backed up by 
an excellent stock of some 5,000 pairs 
of slippers, which melted so rapidly 
that few pairs remained after a few 
weeks’ selling. Said shoe merchandiser 
Stanley R. Smythe: 

“IT never saw slippers sell so fast, 
nor did we ever before experience the 
flood of mail orders resulting from the 
newspaper and radio announcements, 
It seems that every returned G.I. 
wanted a pair of good slippers and 
wanted them in colors. Also slippers 
were first on hundreds of Christmas 
shopping lists, even two months before 
the actual gift-giving time.” 





Meeting Held in Boston by 
Boot and Shoe Club 


Boston, Mass. — The fifty-seventh 
season of the Boston Boot and Shoe 
Club opened at a dinner-meeting on 
Wednesday evening, November 21, at 
the Hotel Statler. Guest speaker was 
Lieutenant Colonel Nicol Smith, author 
of the best seller, “Burma Road,” who 
spoke on his adventures during the war 
in China, Burma and the South Pacific. 
Colonel Smith was a member of Gen- 
eral Donovan’s famous Office of Stra- 
tegic Services. 

Membership in the club has reached 
the maximum limit of 250, as set under 
the by-laws, it was announced. 


The officers of this club for the 1945- 
1946 season are: 

President and treasurer, Francis C. 
Donovan; first vice-president, T. Ken- 
yon Holly; second vice-president, John 
E. Daniels; third vice-president, W. J. 
McHenry; secretary, Maxwell Field. 

Executive Committee: George A. 
Dempsey, Harvey B. Evans, Kivie Kap- 
lan, J. S. Lanigan, William R. Marti- 
neau, E. J. McCarthy, Marcus Me- 
Weeney, C. Harvey Moore, Charles H. 
Myers, Clifford O. Miller, Paul Rasmus- 
sen, Jack Sandler, Charles Slosberg, D. 
Frank Quigley and Daniel E. Watson. 

Honorary member: Charles T. Cahill, 
Cambridge, Mass. 
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About Shoe People 


[CONTINUED FROM PAGE 91] 


Reuben V. Inge, who operates the 
Inge Shoe Company of La Junta, Colo- 
mado, has been elected president of the 
la Junta Chamber of Commerce. The 

ization which this prominent shoe 
nan heads, is active in promoting recla- 
pation and recreational projects. 
* * . 


Samuel Staff, chairman for the leath- 
ea trade for the Alfred E. Smith 
Memorial, to be erected in New York 
City, has announced the completed or- 
gnization of his group, which com- 

three divisions. Chairman for 
the luggage division is Maurice A. 
levitan, secretary of the Luggage and 
leather Goods Manufacturers Associa- 
tion; chairman for leather, hides and 
skins is Charles McCarthy, vice-presi- 
dent of Deccan Trading Company, and 
dairman for boots and shoes is Mr. 
Staff himself, who is president of Julius 
Grossman, Inc., New York. 


+ * * 


George J. Bunn, of Salem, Ohio, has 
nw been engaged in retailing shoes 
for 50 years, having passed the half- 
entury mark early last Summer. When 
a boy, he entered the employ of the 
Bowden Shoe Store, Salineville, Ohio, 
and became manager at the end of two 
weeks. He opened his own store in 
1902. Always active in association ac- 
tivities, he has served as a vice-presi- 
dent and director of the National Shoe 
Retailers Association and is a past 
president and director of the Ohio Shoe 
Retailers Association. 


+ * * 


Known from coast to coast, having 
en selling shoes on the road for the 
past fifty years, Jack Clark, secretary 
of the Midwestern National Shoe Tra- 
veers Association and past president of 
the National Shoe Travelers, recently 
elebrated his 44th wedding anniver- 
sary at his home in Lincoln, Nebraska. 
Even with half a century of selling ac- 
tivity behind him, Jack is still going 


strong. Ts "g 


A newly created post at The Fair, 
that of manager of children’s and 
young people’s shoes, has been assigned 
to Charles Wuellner, who was formerly 
with Madigan Bros., Chicago. Appointed 
a associate buyer of women’s shoes is 
M. J. Rosenthal, who comes to The Fair 
from the Golden Rule Store of St. Paul 
end Minneapolis. 

* > * 


Clayton P. Wallace, personnel direc- 
tor of the J. F. McElwain Co., shoe 
manufacturers of Manchester, N. H., 
and chairman of the State YMCA In- 
dustrial Committee, presided at a re- 
tent meeting of the committee at the 
Manchester YMCA, at which the 
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speaker was Charles L. Wharton, New 
York industrial specialist. 


Francis P. Murphy, of Nashua, head 
of the J. F. McElwain Co., shoe manu- 
facturers in Manchester and Nashua, N 
H., and Huntley N. Spaulding, head of 
the Spaulding Fibre Co. of Rochester, 
manufacturers of Spaulding shoe coun- 
ters, have accepted membership in the 
Citizens’ Committee for the Memorial 
Union Fund drive at the University of 
New Hampshire here. Both are former 
governors of New Hampshire. 

7 > . 

Corp. Robert Feineman, former man- 
ager of Feineman Bros., Rochester, N. 
Y., in charge of its shoe department, 
has been honorably discharged from the 
Army after serving nearly 20 months 
in intelligence work with an Amphibi- 
ous Engineer group in the Pacific area. 
He participated in the Leyte and Luzon 
invasions and was in the original land- 
ing in Japan. 

* » + 

Back from the wars are Dr. Harry L. 
Schenk, who served as a lieutenant col- 
onel in the Army Medical Corps in the 
Pacific and recently finished a tour of 
U. S. Army hospitals, and his brother, 
Sol Schenk, who was a corporal in the 
Army Air Force in the European thea- 
tre. Both are sons of A. L. Schenk, 
manufacturer of foot appliances in Los 
Angeles. A third son, Jack, comprises 
a trio who assist their father in the 
operation of his business. Dr. Schenk 
designed many of the appliances origi- 
nated by the firm. 

7 * * 

B. Tatch has purchased the Broad- 
way Bootery at 8613% South Broad- 
way, Los Angeles. He formerly was in 
business in Akron, Ohio. 

~ *” . 

The Clouse-Stone Shoe Company, of 
Oklahoma City, was one of the first 
retail stores of that city to exceed the 
goal in the sale of bonds for the Victory 
loan drive. Sales were made to indi- 
viduals and not to stores. 

7 7 * 

Lester H. Morse, who is president 
of the Morse chain of shoe stores, was 
present at the opening of the 25th 
New England store of the company at 
Lowell, Mass., recently. 

+ *« * 

Joseph Grimsley, who retired re- 
cently after 34 years of employment 
with the Krippendorf-Dittman Shoe 
Company, Cincinnati, as stationary en- 
, Zineer and supervisor of maintenance, 
* was tendered a farewell when he 
“signed off.” 

~ * 7 

Maurice J. Levin has started a small 
retail shop at 269 Weybosset St., 
Providence, R. I., selling women’s and 
infants’ shoes. 
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X-RAY SHOE FITTERS 





CORRECT REPLACEMENT PARTS 
for your present 
X-RAY MACHINE 
now available 


My 8. ADRIAN & SONS X-RAY CO 
2507 S. Howell Ave., Milwaukee 7, Wis. 











SHOE INSERTS 








Self Conforming 
Correct SHOE INSERTS 


Sold exclusively by shoe 
merchants in shoe stores. 


WALK-ON-AIRE cv. s. rat. & Trade mark) 


Retalis at 764 a pair 
100% Mark-Up on Cost 


NORMAL feet are never perfect mates. 
Shoes are. Our Inserts aid better fitting 
and give the feet cushioned comfort. To 
show them is to sell this profitable ‘item. 


Write us for name of our author- 
ised distributor in your territery. 


The “WALK-ON-AIRE” Line: 
Heel Pads—Spring Strides, Metatarsal Pads — 


WALKONAIR CORP. 
(factory) KNOX, IND. 











SHEARLINGS 
BEST GRADE ELECTRIFIED 
SHEARLING 


Sizes 5-11. 36 pairs to case 
immediate Delivery 
Write for folder — other slippers, moccasins, etc. 


CONJOR SHOE CO. 


287 Broadway Co 7-7872 New York 7, N. Y. 
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DISPLAYERS 








SUSPENDED ANIMATION” 
FOR YOUR WINDOWS! 
With This Graceful, Suspended 
Hexco LUCITE 
SHOE DISPLAYER 


TELS oeEeUCseun 






‘EM IN 








- +. with this eye- 
catching Shoe Dis- 
ployer of le lucite! Dy your specials | 
—new numbers! Sove precious space! Suspended by a } 
ribbon, displayer adjusts to any height! All edges high- 

Polished ond buffed. 

ORDER 








‘ 
. . 6 for $2250 


Write today for details of other Hexco Lucite Displayers 
ond Hecht's ‘Glamorous Glass Disployer’’ circulars. 


HECHT FIXTURE CO. 








212 S$. FRANKLIN 5ST CHICAGO 6G, ILLINOIS 











Store Changes Ownership 


WABASH, IND. — Announcement has 
been made of the sale by F. A. Guynn 
of his shoe store here to the firm of 
W. S. Felkner and Joseph Hellerman 
of Warsaw, Indiana. The business will 
continue to be conducted as The Fash- 
ion Shoe Store by its new owners who 
already have a store in Warsaw. Brand- 
ed lines carried by Mr. Guynn will be 
continued by Mr. Felkner and Mr. 
Hellerman, the latter of whom says 
that this is the biggest shoe deal made 
in this state during 1945. “We intend,” 
he says, “to add three more units in 
nearby cities during 1946.” 


Shoe Workers Get Increase 


LOWELL, Mass.—Approximately 400 
employees of the John Pilling Shoe Co., 
have been given a ten per cent wage 
increase, effective Nov. 5, according to 
an announcement made recently by 
George C. McIntyre; president. Expan- 
sion plans, now under way, he said, will 
increase plant personnel to 550. The 
Pilling plant is the oldest shoe factory 
in operation here, having been estab- 
lished more than 55 years ago. 





94 


Shoes and Accessories to 

Carry Film Stars’ Signatures 
Los ANGELES, CALIF.—Black & Hel- 

bling, Inc., doing business as Hollywood 


Signatures, is located in the Haas 
Building, 219 West Seventh Street. 


John Scott Black and Lillian P. Hel-° 


bling, the partners, have been asso- 
ciated with leading stores throughout 
the United States in merchandising, de- 
signing, advertising and publicity. 

Hollywood Signatures, deriving its 
name from the fact that all items will 
carry original namescripts of Holly- 
wood stars, will style and represent 
California manufactured shoes, purses 
and belts in. coordinated designs, main- 
taining sales offices and sample rooms 
in principal cities throughout the coun- 
try. For the retailers of the country 
the name represents typical California 
styled merchandise. Some of the lines 
include hand-woven leather California 
casual shoes and delicate California 
pastel casuals with matching handbags 
and belts packaged in ultra-modern 
boxes with Hollywood signatures. 

This corporation sells the entire out- 
put of four California shoe factories, 
three handbag factories and two belt 
factories. Each line is in a non-con- 
flicting price bracket which also in- 
cludes children’s and teen-age lines. A 
note of particular interest is that the 
factories are constantly checked to as- 
sure the retail trade of uniform style 
and quality, with deliveries from ten to 
thirty days. National publicity and ad- 
vertising will be given Hollywood Sig- 
natures lines through their ownership 
of scores of . Hollywood stars’ signa- 
tures to be used on merchandise and 
package designs incorporating the lead- 
ing film stars’ original signatures. 

The staff of Hollywood Signatures 
include fashion artists, pattern makers 
and stylists, with an efficient nation- 
wide sales force. While at present this 
is being held to shoes and accessories, 
Hollywood Signatures wishes to be 
known as a California mart; in time 
Hollywood Signatures will be available 
for many exclusive manufactured items. 


Foot Health Week 
Dates Changed 


WASHINGTON, D. C.—Dr. William J. 
Stickel, executive secretary of the Na- 
tional Association of Chiropodists, an- 
nounces that the dates originally de- 
cided on for National Foot Health 
Week—May 19 to May 25—have been 
changed to May 18 to May 25, 1946. The 
change was made, Dr. Stickel said, to 
permit the inclusion of two Saturdays 
for the benefit of retail stores which 
annually take advantage of this foot 
health promotion. 

As has been customary in the past, 
promotion of the week will be in the 
hands of the National Foot Health 
Council of which Dr. Joseph Lelyveld, 
of Rockland, Mass., is chairman. 








¥ to 








CHILDREN'S SLIPPE 


CHILDREN'S ALL LEATHER 
SLIPPERS 


with Plaid Linings and 
Hard Leather Soles 


$1.40 


Sizes: Infants’ 5-8, Children's 8!/-|2 
Misses’ 12!/2-3 
Colors: Blue, Brown and Red 
Immediate Delivery 
Write for Folder 


CONJOR SHOE CO. r 
287 Broadway Co. 7-7972 N.Y. 78 
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Orders Still Placed 
Far in Advance 
[CONTINUED FROM PAGE 75] 


ddress 
) East 
were on display. The three-day gathgllliitt 
ing was a grand success. 

Shoes were on display in booths 
the large assembly room at the Shri 
Temple, where the fair was held, t 
first time this method of exhibiting 
been attempted, and the result was 
almost 100 per cent increase in 
tration. It was the first post-war sh 
ing of merchandise in the state of 
diana. 

It appeared from footwear on dis) 
that open-toed, open-heeled shoes 
the prime favorites for women. © 
was in evidence everywhere. 
sport shoes will be fabric with leat 
soles. 

Casual shoes for men were inf 
spot-light, many now being all leat 
Men’s house slippers were repo 


Le 
pr’ 
$6, 
ch: 
for 
in 

1S 













hard to get. EN’s 
Nail-head trimming for womel tion | 

shoes, loafers and moccasin oxfe —_—, 

were on the high list. A newcomeriis posit 






man y 
kground 
d Merch: 
erences, 
ility. All 
dress B 
der, 100 






transparent plastic shoes for wome 
attracted much attention. Colors 
mostly red—not many blues. 
sedate will resort to brown which 
more prevalent than black, it was 
dicted. 

Tans and blacks for men with me 
lions or wing tipped, two-tone 
tilated, and one-tone gray, were f 
ordered. 

Hilary B. Thrall, C. E. Larson 
H. Smeltzer composed the conver 
committee. Officers of the associa 
include Hez Thompson, Jr., presid 
E. C. Smeltzer, treasurer; R. F. G 
kopf, secretary; and H. B. Thrall, 
sistant secretary. 
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dress Box No. 839, 






Combining Plant.” 


fEN’'S SHOE BUYER WANTED. 


connection 
ica’s outstanding, 
is position will pay 
man who has had proper experience and 
ound in better grade Men's Shoe Styling 
Give complete information, 
state present earnings and avail- 
ility. All replies held in strictest confidence. 


SALES MANAGER 


Large wholesale distributor of popular- 
priced shoes requires experienced sales man- , 
ager. Should be familiar with the trade and 
capable of handling salesmen. Should also be 
able to assist with merchandising policy. All 
replies will be held in strict confidence. Write 
Greycrest Shoes, 150 Lincoln Street, Boston, 


SUPERINTENDENT, for “Back- 


Experienced 
executive in the process 


forming a new business. Desires Superin- 
for permanent association; 

, plus interest, in profits. 
i investment to 
h capital not required. 
Give background and references. 
dress #835, care Boot & Shoe Recorder, 


will pay 
Will consider 
permanency, 
Location New 


insure 


New York 17, N. Y. 


Loca- 
Opportunity to 
with one of 
exclusive shoe stores. 
an excellent salary to 


dD C 


care Boot & Shoe Re- 


der, 100 East 42nd Street, New York, N. Y. 









one 
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0 East 42nd Street, 





rson 






XPERIENCED CUTTING ROOM FORE. 

MAN WANTED FOR MODERN 

NT IN SMALL 

DRTH CAROLINA MOUNTAINS. Ad- 

tss Box No. 838, care Boot & Shoe Recorder, 
N. Y¥. 


SHOE 
COMMUNITY IN 


New York, 















PRODUCTION CONTROL ASSISTANT 
Planning, scheduling, expediting; statis- 
tical controls; shoe manufacturing expe- 
rience preferred but not essential. 


Address 837, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








- sold, merchandised 


FOR SALE 


ATTRACTIVE, PATENTED TRADE MARK 

especially descriptive for use in connection 
with shoes made of leather. ROBERT A. 
NELSON, ATTORNEY, City National Bank 
Building, Omaha, Nebraska. 








WE CAN SUPPLY GENUINE 
ALLIGATOR AND LIZARD 
SHOE UPPERS. 
HENRY ROTENBERG 











LEVER STAG BOOK MATCHES, 10 
for $1.00. Good business fun. LOGAN 
NOVELTY COMPANY, Bellefontaine, Ohio. 





Fo® SALE: FISHER X-RAY MACHINE, 
new bulb, and cabinet refinished. Machine in 
A-1 condition. Price $300.00. R. A. WEATH- 
—_— 1301 H Street, N.E., Washington, 
» GC 





POSITIONS WANTED 


SEEKING POSITION AS ASSISTANT 
BUYER, merchandising department. 5 years’ 
experience with recognized shoe firm; managed, 
shoes. Alert, aggressive, 
veteran, 27 years old. Address: LOUIS EISS, 
2119 69th Street, Brooklyn 4, New York. 








SHOE BUYER AND 
MERCHANDISE MANAGER 


in rie Large wholesale distributor of popular- 
priced, high style shoes, ranging from $4 to 
sai 20> Tequires well-seasoned buyer with mer- 
chandising experience. Unusual opportunity 
for man with ability. All replies will be held 
in strict confidence. Write Greycrest Shoes, 
150 Lincoln Street, Boston, Mass. 
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BUSINESS OPPORTUNITY 


BUSINESS OPPORTUNITY: Complete in- 
structions on the preserving of Baby Shoe 
for Book Ends and Mantle Pieces. Opportunity 
unlimited. Exclusive rights. Complete course 
$10.00. M. E. WATSON, Bellefontaine, Ohio. 








TANNERS, LEATHER AND MATERIAL 
MANUFACTURERS 
Interested in exporting to Philippines? Contact 


ANTONIO ISIDRO 


General indemnity, Inc. 
2nd Floor, State Building, Manila, P. |. 

















DE LINE SALESMAN WTD. 








’.G 
irall, 






ories. Address Bo 
» 10 High St 






tember | 1945 


ANTED: Side Line Salesmen to sell Mexi- 
tan Huaraches to well rated retailers. All 


x B-834, Boot and Shoe 
reet, Boston 10, Mass. 








BUSINESS OPPORTUNITY: Shoe and Slip- 
per Wholesaler, established in Shoe Market, 


seeks partner to enlarge business. Investment 


required. Furnish full particulars of backround 
and experience. 
Shoe Recorder. 
York 17, N. Y¥ 


Address #826, care Boot 
100 East 42nd Street, New 





SHOE EXECUTIVE: Hard hitting, aggres- 
sive young man, forty-five, with a high bat- 
ting average for successful store operation. 
Twenty-five ‘years’ experience in the retail field, 
in all its phases. Presently employed. Avail- 
able January fifteenth. Address: Box #827, 
care Boot and Shoe Recorder, 209 So. State 
Street, Chicago 4, Til. 





WANTED TO PURCHASE 


WANTED ° TO BUY going Ladies’ Shoe Store 
in good size Southern a, blog 

cash. Address #800, care Boot & ‘Recorder, 
100 East 42nd Street, New York 7 7 N. 








WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH AND RATION CURRENCY 


SHORT LEASES ASSUMED 


YOUR NAMB AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The Howse of Jobe” 
89 READE STREET 


New York City 
Phone BARCLAY 17-7887 











WANTED: SHOE SHELVING suitable for 
Family Shoe Store. Single box—sections 
LESLIE’S SHOES,  INC., 
ILL. 


preferred. 
STREATOR, 





FAMILY SHOE STORE in any City 30,000 
or more. Will assume lease and buy stock 
and fixtures. Cash deal. Address #833, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y 





WANTED: PLUMA SKIVER OR FOR- 
TUNA SKIVER, Model E—new or used 
JULIUS BAER 
Tos Angeles 15, 


Must be in good condition. 
SHOE CO., 935 S. Wall St., 
Cal. 
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WANTED TO PURCHASE 


WANTED TO PURCHASE 


MERCHANTS NEEDS | 
i) 








YOUR .NAME PROTECTED . 


1215 Washington Avenue—St. Louis, Mo. 





TOP, PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 
Convert into cash—any quantity. 


. WRITE 
RELIABLE SPECIALISTS IN FINE SHOES FOR 15 YEARS 
M. K. WEIL SHOE Co. 


— WIRE OR PHONE 


Central 4898 





FAMILY SHOE STORE in New England, 

75 miles from Boston preferred. Will buy 
all, or consider partnership. In replying give 
full particulars. All replies will be treated in 
strictest confidence. Address Box No. B-836, 
care Boot and Shoe Recorder, 10 High Street, 
Boston 10, Mass. 





BETTER GRADE FAMILY 
OR LADIES’ SHOE STORE 


Prefer Newark, New Jersey, or vicinity. In replying 
give full particulars regarding volume, inventory at 
cost; bs eegg ll and lines of merchandise carried; lease 
om building, and rent. 
Address 009, care BOOT & SHOE Re 
100 East 42nd Street, New York [7, 











WE BUY 


SHOE STORES 


FOR CASH 
_BARSH & CEASAR 


N. 4th S? Philadelphia, Po 
Phone MARket 1466 





WE WILL BUY FOR 


CASH 


RETAIL SHOE STORES 
AND PAY HIGHEST PRICES 
CAMITTA SHOE COMPANY 
120 N. 4th St., em Pea. 
Phone Lombard 








BARIS BUYS 


Quality Shees for M 
Wemen and Children 
FOR CASH. 
BARIS SHOE Se. inc. 
WOrth 2-5 
79-81 Reade S$t., New ¥ York 7, . Y. 











. Franchise to open new store. 





SELL YOUR SURPLUS STOCKS 
to 
KIRSCH-BLACHER CO., INC. 
established 1915 
We buy surplus or complete stccks of shoes from 
manufacturers. 


retailers, jobbers and 
Visit our new werehouses 
108-110 


Duane Street, New York 
Phone: WOrth 2-5877 and S878 end S879 


SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 
95 Reade St., New York 13, N. Y. 

















[NTERESTED IN PURCHASING ESTAB.- 
LISHED MEN’S RETAIL SHOE STORE 
in New York or Eastern States; or desire to 
contact manufacturer of Men’s Fine Shoes for 
Address #823, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. 




















SELL US YOUR 


NON-RATIONED 


SHOES 
FOR CASH 
NO QUANTITY TOO LARGE 
PRICE MUST BE RIGHT 


STANLEY WOHL SHOE © co. 
1309 Washington Ave. Mo. 














Guarantee Shoe Store 


To Expand 

BIRMINGHAM, ALA. — Expansion of 
the Guarantee Shoe Store at a cost 
approximately $40,000 in improvements, 
is announced by George Sloss, of Shep- 
herd-Sloss Realty Company, who nego- 
tiated the long-term lease on the prop- 
erty. 

Under the terms of the new lease the 
Guarantee Shoe Company will take over 
the third floor of the building which at 
the present time is under lease to one 
of the adjoining tenants, and will use 
this third floor for storage of merchan- 
dise. 

The second floor of the building, now 
being used for storage by the shoe con- 
cern, will be converted into a retail 
floor. At present only the first floor 
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of the building is being used for mer- 
chandising, so the addition gives the 
company approximately twice the space 
for their sales departments. 

Among the many improvements that 
will be completed by the early part of 
1946 will be a new elevator service, 
reconditioning and redecorating on the 
interior of the entire building and the 
installation of air conditioning equip- 
ment and other modern features. 


Sales to Servicemen 


Sautt Lake Crry, UraH—“Some 40 to 
45 per cent of our business is made up 
of men in the service or servicemen just 
discharged,” according to W. W. Short- 
hill, manager, Florsheim Shoe Co. 

“Our shortage in shoes, here,” he 
said, “is expected to run to Spring.” 











NEW BRANNOCK 


Scientific heel-to-ball, heel-te 
and width measurements ins 
made with the new and 


shoe stores,—by Army oll Na 
shoe fitters—and in global servi 
Adult Model for men and 
women $15.00 


Junior Model for children $1 


Available at special cooperating 
price if ordered through certais 
shoe manufacturers — for this list 
and full details write to ...., 


THE BRANNOCK DEVICE 
SYRACUSE 2, NEW YORK 











/ ADVERTISING 
»/): . 
mY, (ppuigs 


—here's how to get 


More Business 


HE Vincent Edwards Idea Clip 
Service has over 2,000 satisfied 
Each oa’ filled accordi 

ou wholesalers usually 

‘retail ads; manufacturers 

want ads of competitive brands. 
You will find that a study of 

ad clippings is the otaen and least 

pensive way to keep in touch with 

going on. 

Use coupon below to learn more a 
this valuable service and the Serr 
term trial offer. No obligation, of 


VINCENT EDWARDS & CO. 
World’s Largest Advertising Service ( zat 
342 Medison Ave., New York City 


Please tell me more about your 
paper ad clipping service and special 








Boot and Shoe Reco 








